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The A-B-C of Pipe & Bolt Machines 








Beaver Model-B 


Ye to 2-inch Pipe and Bolt Machine 


Bs BROTHER to the Model-C! A light-weight low-priced 
Portable Utility Machine embodying many advanced 

features heretofore available only on higher priced 
machines. Complete range ' to 8-inch pipe: % to 12-inch 
bolts. Rack-and-pinion feed; 60% more power; one-piece 
cast steel-iron base and cap—no flimsy sheet metal hous- 
ings; sockets for pipe legs to form inexpensive but sturdy 
stand; all-steel geared universal % to 2-inch chuck—with 
safety automatic chuck wrench ejector; hinged full-range 
reamer; sliding wheel or knife cutoff: ring-type opening ad- 
justable dieheads—no hinge. Automatic gear-driven oil 
pump or one-gallon oil reservoir optional. Adequate motor 
ventilation. Choice of 110 or 220 volt universal reversible 
motor. Weight approximately 250 lbs. 


$217.50 up 


Write for Bulletin B 





















Highest Qualit 








Beaver Model-A 


Ve to 2-inch Pipe and Bolt Machine 


HIGH-SPEED heavy-duty deluxe pipe and bolt machine, 
complete in every detail and admitted leader in its field. 
Will cut, thread and ream % to 2-inch pipe and, with 
drive shaft and geared tools, will cut and thread 212 to 12-inch 
pipe. Threads bolts “% to 2-inch; cuts off bolts (wheel cutter) 
up to %-inch. New high speed model outperforms all competi- 
tion. Right-handed—like a lathe. More than 50% greater open 
working space. All controls in front. Wheel or knife cutoff. 
Standard geared chuck with automatic safety wrench ejector. 
Safety shear pin. Ring-type opening adjustable dieheads—no 
hinge. Die segments adjust simultaneously as a unit. Choice 
110 or 220 volt universal reversible motor. Automatic gear- 
driven oil pump. Weight approximately 415 Ibs. 


Write for Bulletin A and "What Users Say" 

















Beaver Model-C 


Ve to 8-inch Portable Power Unit 


ONVERT your present pipe tools into electric power tools 
with the Beaver Model-C. It will cut, thread and ream 
Ye to 2-inch pipe. With drive and geared tools 2'2 
to 8-inch pipe may be cut and threaded. Bolts up to 12-inch size. 
Has ample power to allow for dull dies and low line voltage. 
Choice of 110 or 220 volt universal reversible motor. Now equip- 
ped with automatic chuck wrench ejector and safety latch—to 
protect machine and workman. Equipped with legs, vise and 
bender, as illustrated, the Beaver Model-C becomes a complete 
portable electric pipe shop. Hundreds of users, in all parts of 
the world, say the Beaver Model-C is “the best investment we 
ever made.” 


$127.50 up 


Write for Bulletin C and “What Users Say" 
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THE BRONZE BAR 


WITH THE 





& Precision boring of the inside 


diameter is one of the outstanding 





reasons why your best customers 
like Bunting Precision Bronze Bars. 
No other bar provides this perfect 
finish. This and many other exclu- 
sive features make it easy for the 
Bunting wholesaler to get the bar 
business in his market ... The 
Bunting Brass & Bronze Company, 
Toledo, Ohio. Warehouses in All 
Principal Cities. 


TIM 
im UU 


BRONZE BUSHINGS i 
PRECISION BRONZE BARS BABBITT METALS 
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TWO NEW LINES TO HELP 
YOU SELL MORE POWER 
TRANSMISSION UNITS 





These two new lines added to 
the widely used, dependable, 
and cost-reducing Link-Belt 
Power Transmission line are 
proving profitable to distribu- 
tors. Action on your part is the 
thing that counts—Link-Belt has 
made the opportunity for you— 
when you sell Link-Belt Power 
Transmission Equipment you 
sell units that have made good 
in the field—units that are mak- a 


ing money for distributors. 0 eee 


This new Link-Belt book is a valuable one to 
own —in it is presented, in convenient, com- 
pact form, complete engineering and reference 
data on the complete line. The book contains 
272 pages of illustrations, dimensions, weights, 
list prices, engineering information, and the 
book is cross-indexed, making it easy to use. 


LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 
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Here are 5 good reasons 


WHY 


= LINCOLN 


& 





superiority. 


selective distribution. 


BW & 


lt is sold under a clearly defined policy of 


It provides a generous distributor margin. 


LUBRICATING EQUIPMENT 


will appeal to YOU 


Lincoln makes a complete line of recognized 


It has substantial sales potential in a widely 
diversified market. 





5 It is manufactured by a sound, progressive 
company who are pioneers in lubricating 


equipment, and whose entire facilities are 
concentrated on this one industry. 





This outstanding line includes correctly 
designed lubricating equipment for the 
maintenance of all types of machinery, 
as well as the initial lubrication of 
manufactured products. The field to be 
served is very broad, so there is prac- 
tically no limit to the sales possibilities 
of this popular line. 

A few of the many items in the com- 
plete line are shown below and at 
the right. 





Lincoln manufactures KLEENSEAL, Button Head and 
Pin Type fittings, and also. many fittings for special 
purposes, such as Seated Micuaseat fittings for anti- 
friction bearings and Reservoir fittings. 


MODEL 309 TWIN CYLINDER AIRLINE LUBRIGUN dispenses 
lubricant directly from an original 100-lb. 
drum. This unit is capable of handling semi- 
solid oils, as wellas viscous and fibrous greases. 
Mounted on a truck with 12” rear 
wheels and swivel front casters. 
Easily pushed from job to job. 












(Model 1017) 


MODEL 1017 (shown above) is one of several 
models of KLEENSEAL Grease Guns. All 
models of this type provide a fast, clean method 
of lubricating machinery equipped with 
KLEENSEAL, Zerk or hydraulic fittings. Model 
1017 has 14 oz. capacity. Maximum pressure 
—5,000 lbs. . . . Models also available in 3... 
5 ...Q9and 18-oz. capacities. Available also 
with coupler for button head fittings. 


LEVER-TYPE GUNS are available in both high pres- 
sure and volume types, with attachments for 
push type, pin type and button head fittings. 
Model 1061 (shown be- 
low) handles all types 
of lubricants and de- 
velops pressures up to 
10,000 lbs. ...Capacity 
(Model 1061) 18-ozs. 


The complete Lincoin line is illustrated and described in Catalog 
No. 60... Details on request ... This line is worth investigation. 


(Model 309) 






LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U. S.A. 
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® The inherent properties for prolong- 
ing valve life are built into every 








Powell Valve—regardless of size. 


® To Powell, the satisfactory opera- 
tion of the 14” needle valve for closely 
regulating the flow of liquids or gases 
is equally important as the trouble-free 
performance of a large size high-pres- 
sure, high-temperature steam valve. 


® Large or small—every Powell Valve 
means lower maintenance costs and 
smoother operation. 


Write for the 
Powell Catalogs. 
Free on request. 


POWELL VALVES 


et ee i 
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Centennial of 
Charles Goodyear’s discovery of 
the vulcanization of rubber 


5. & T8:2 ae 


SO OOYEAR 


The Pipe Dream 


A DRAMA OF ABRASION IN THREE ACTS 


THE GREATEST NAME 


ACT ONE: huge copper milling plant 
perplexed by rapid abrasion of heavy 
cast iron pipe lines used to “float” 


‘-crushed ore from stamping machines. 


Sharp, gritty “slime” cuts through 
pipes, causing frequent breaks and 
leaks that necessitate shutdowns to 
replace pipe. Maintenance expense a 
nightmare. Then, enter the G.T.M.— 
Goodyear Technical Man. 


ACT TWO: G.T.M. makes careful 
analysis and recommends replacing 
metal pipe with Goodyear Style M 
Heavy Duty Suction Hose. Sounds like 
a pipe dream but mill agrees to trial 
and hose is installed on lines. 


ACT THREE (seven years later): mill 
compares record of Goodyear Style M 
Hose with metal pipe. Finds no fail- 
ures, no repairs, no shutdowns in seven 
years. Saving in labor charges on main- 
tenance alone has more than paid 
entire cost of hose installation! Other 
savings are pure profit. Abrasion prob- 
lem licked. Everybody happy! 


° e 
¢ ¢, 
— here's a big new market 


for hose in many industries where pipe trouble 
is common. If you are not a Goodyear dis- 
tributor why not see if your territory is open. 
Write Goodyear, Akron, Ohio, or Los Angeles, 
California. 
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ONCE A “TOLEDO"— 
NEVER AN ORPHAN 


The first “TOLEDO” No. 999 small portable 2” power pipe machine was 
shipped to a New York distributor April 18th, 1929, and since then 


thousands of these fast, efficient, sturdy, dependable little machines ee 99 
have been sold to enthusiastic owners throughout the country. TO DO 
TRADEMARK REOISTERED 


For more than ten years this “TOLEDO” No. 999 has dominated the 

small portable pipe machine field. Other machines have come and 

gone. One manufacturer has brought out five different models in that 

period, but “TOLEDO’S” basic design was so fundamentally sound DOES NOT SELL SO-CALLED 
that the No. 999 still today dominates the field. No owner of a CUT PRICE ” DEMONSTRA- 
“TOLEDO” No. 999 has ever been left with an orphan on his hands. wv 

Improvements have been made, but all improvements can be applied TORS,” DIRECT OR THRU 
to the original machine if they are desired by the purchaser. The most DISTRIBUTORS. “TOLEDO” 
recent improvement is a high priced, heavy duty, drum type switch, PROTECTS ITS DISTRIBUTORS 
metal encased, which is now a part of the regular equipment but added 

at no additional cost to the purchaser. AGAINST THIS TYPE OF 


SELLING. 
Despite all claims to the contrary, the “TOLEDO” No. 999 still remains 


the lowest priced, efficient, economical 2” portable power pipe machine 
on the market, and you can sell your customers with confidence. 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO New York Office, 72 LAFAYETTE ST. 
ee 99 
TOLEDO 
et <—EsTOED 
THEY'LL DO BETTER WITH A “TOLEDO” 
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MEDART POWER TRANSMISSION EQUIPMENT 


..Medart’s recent developments in 
power transmission equipment are 
finding favor... Medart’s intensive 
and sustained advertising and sales 
promotion activities have focused 


the buyers’ eyes on the Medart line. 


There is bigger profit in going 
Medart today, than ever before. 
To our many friends the Medart 
Organization extends best wishes 
of the season and prosperity in the 
years to come. | 


THE COMPLETE LINE FOR PROFIT. Medart Distributors have many advantages in 
transmission equipment sales. The Medart line is complete and provides a wider field in 
which to make more profitable sales. Medart Service to you and your customers is prompt 


. -Medart Sales Engineers give you assistance 


meets the requirements of your territory. 


.--Medart’s Distributor Policy is sound, and 


Gor Power - Travel” at Reduced Rates 
THE MEDART COMPANY 


3514 DEKALB STREET 


ST. LOUIS, MO. 


=MEDART- 
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AMERICAN CHAIN & CABLE COMPANY, Inc. 





AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION ¢ FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION * HIGHLAND IRON AND STEEL DIVISION # MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION # READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION # WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
CHAIN COMPANY, LTD. # IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, iT. ¢ In Business for Your Safety 
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“%'" JUNIOR 


19. 


Two New Black & Decker 
JUNIOR DRILLS TO BOOST YOUR SALES! 


Here are more fine-tool features than ever 
before offered for the money—your chance to 
get some real volume on portable electric tools 
with the completely new B & D 4" and 4” 
Junior Drills. 


THE %” JUNIOR is lighter in weight, a full 
114"";shorter than its predecessor (due to new 
B&D gear train arrangement), has oil-less sleeve 
bearings, minimum spindle offset for drilling in 
tight spots; threaded (not pressed on) chuck 
and a sturdy cord protector and cord clamp 
for long, trouble-free life. 


Portable Lectro-Shears 


THE 4” JUNIOR has all the same new fea- 
tures as the 14” Junior plus the fact that it is 
214” shorter than the previous model and has 
a brand-new motor that gives 20% more power 
and 40% more torque. The 14” Junior also has 
removable commutator end cover to facilitate 
inspection and servicing, new slender design 
and better operating balance. 


Talk up these drills—carry samples along with 
you—let prospects try them—and you’ll make 
more sales and profit. The Black & Decker 
Mfg. Co., 717 Pennsylvania Ave., Towson, Md. 


Portable Eleetrie Drilis Portable Electric Saws Portable Electric Hammers Holgua Drill 
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E. J. McOSKER and JOHN J. WELCH, Editors 


Penny Wise, Pound Foolish 


The warning cannot be repeated too 
often that in the past few months we have 
moved into a new era of quickened busi- 
ness tempo, hence we must appraise all of 
the practices which we followed under the 
former conditions to see if they still apply 
under the new. 

It’s timely to re-issue this warning because 
we have entered a season in which it was 
common, in recent years, to pursue a supply 
house practice which assuredly ought now 
to be abandoned. We refer to the familiar 
custom of year-end inventory “shake-out” 
wherein distributors were wont to reduce 
inventories during the last few months of 
the year in order to make a better year- 
end showing and to save labor at inventory 
taking time. 

We cannot argue against inventory re- 
duction induced by a lack of sales or orders. 
But when stocks are pared for any other 
reason, the distributor is trifling with one 
of his most prized arguments — the ability 
to render immediate local service. 

This year many plants are operating at 
near this capacity rate. Increased activity 
naturally means increased supply needs. 
Further, long inactivity has piled up weak- 
nesses in the productive machinery that 
are coming to light every day, threaten- 
ing breakdowns and shutdowns that would 
be extremely costly. Not yet have we had 
enough experience with such conditions to 
know for certain how much our own stocks 


need to be increased in order to keep up 
with these expanded requirements. 

But distributor stocks do need to be 
greater today —or certainly not lessened, 
even for a little while. We’re in a period 
when failure to deliver the goods may 
mean not only loss of an order but possibly 
permanent loss of a good customer. 


There are other dangers. Remember 
that demands on your supply sources are 
greater now, too. One cannot count on 
having such prompt shipments from the 
factory as he was accustomed to in recent 
depression years. And there is the little 
matter of price boosts. Not all of them 
come fully heralded. Some do sneak up 
on us overnight. And although no price 
advance can be predicted for a given line, 
the tendency in general is up, not down. 

Perhaps in the slack times of the past 
ten years we could afford to risk some of 
these dangers because they were not then 
too great and the things to be gained 
looked more important than they do now. 
But today it all mounts up to gambling 
with dollars in order to win pennies. 

No matter that a distributor “doesn’t 
know it’s loaded” when he tampers with 
this kind of a lethal weapon and it goes 
off in his face. When the coroner is called 
in all he can class it, based on the facts in 
the case, is -— ‘Business suicide.” But the 
victim won't be there to listen. 





THE REPUBLIC 
5S-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 
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SERVICE 


WITH AN 
ADVANTAGE 


WITH a tennis score of 40-30, 
the server's advantage, statistics 
definitely favor him to take the next 
point and win the game. It's espe- 
cially a safe bet if he has a well de- 
veloped serve to back up his ad- 
vantage in score. 

Republic Distributors don’t need 
statistics to show how this works out 
in the supply business. The 5-Point 
Policy always keeps them a point 
ahead ... its advantage is an as- 
surance of the utmost cooperation 
from their source of supply. The 
quality of their service is enhanced 
by the technical support of factory 
engineers. Consider the full value of 
such well planned assistance . 
forget the handicap of factory com- 
petition (it’s eliminated) . . .and those 
are the odds in your favor with a 
Republic Franchise. Republic Rubber 
Division of Lee Rubber & Tire Corp., 
Youngstown, Ohio. 


Production of belting for 


Distributor sale. 


Laboratory tests to assure 


a & 
ar al Ps customer satisfaction 
+ 
; 3 


RUBBER 
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TALK OF THE TRADE 


ATTENDANCE 93 
OPPONENTS 


SCORE 26] x 


PRACTICAL SUGGESTION: | Still feeling cocky after his 

Harvards had embarrassed Chicago by 61-0, Rep. Ham Fish 

(Rep., N. Y.) found himself sitting next to our boisterous Oscar 

Iber (QO. Iber Co.) at a credit men’s dinner . . And by way 

of rubbing it in, nominated Oscar for cheer leader on the Mid- 

way . . . Well, how about it, Robert Maynard Hutchins 
What could you lose? 


EXTRA EQUIPMENT: When starting up his new Chevrolet 
one day last month Harry Lehman (Hajoca, Richmond) heard 
a ghastly succession of sounds which were not natural even if he 
did win the car in a raffle (which he did, for 50¢) . . . It 
helped his complexion no end to be stopped by a traffic cop at a 
busy intersection, have the hood lifted and to see drawn forth 
from the innards two full grown alley cats . . . Harry has looked 
at his office mates with nothing but suspicion ever since. 


BABY’S PROUD OF PAPA: Some day the offspring of 
Howard Neubecker (Don Johnson Co., Buffalo) may get a 
good education, thanks to his dad’s enterprising nature 

Noting the fondness of his fellow workers for candy, Mr. Neu- 
becker bounced out to the corner A & P, bought up a stock at 
three bars for a dime and set up a self-serve case, one bar for 
five cents . . . Profits amount to about $1.50 a month and 
everything goes into Baby’s bank . . . (Before you dismiss 
the subject too lightly, just remember Howard’s operating on a 
margin of 33% . . . And how have you been doing?) 


MEN OF BRAWN: Don't go registering any kicks around the 
G-E division of Simmons Hdwe., St. Louis . . . Not without 
expecting to get kicked right back . . . For Bill Lehman (no 
relation to Harry, above) who, with Joe Silverman, heads up 
that department, captained the U. S. soccer team that toured 
Europe in ’34 and has been part owner of the Shamrocks, St. 
Louis soccer team . . . And in case you don’t want any Inde- 
pendent Pneumatic tools be nice about it when you turn down 
their John B. “Jack” Dempsey who towers some six ft. four 
and thunders along at 260 pounds . . . When Jack was a 
tackle on the Bucknell team he usually played without a substi- 
tute and had enough spare energy so he could pull out of the 
line and help the two ends. 


COLLEGE BLOC: They can hold a Notre Dame reunion in 
Racine, Wis., just by striking up the Victory March at the Du- 
more plant where Bob Hamilton, sales manager, has assembled 
a Four Horsemen of his own . . . In addition to Bob, there 
is also Brother Jim (p.a.) Bill Fromm (motor division) and 
Bob Voelker (adv. )—all proud alumni of the South Bend school. 


VITAL STATISTICS: Lois Rinehart (Harry’s daughter) 
who helped improve the scenery on the Bermuda cruise, was mar- 
ried Oct. 25, durn it . . . It’s a boy for the Theodore Ulmer 
Jr.’s (T. C. Ulmer, Phila.) . . . To be called Theo. Ulmer 
III . . . Walter W. Ethier (V. P. Western Iron Stores, 
Milwaukee) and Miss Dorothy Stewart, Racine, were blended 
Oct. 13. J. J. W. Vocal Alumni 
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Luncheon at the Robert Treat Hotel in Newark where 140 gathered for a zone meeting 
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MID-YEAR MEETINGS KEYNO 
BETTER SELLING 


LAST MONTH distributors and 
nianufacturers from most sections 
of the country enthusiastically got 
together for their annual mid-year 
meetings. Main theme of these 
meetings revolved around ways 
and means of doing a better selling 
job. About 140 from New Eng- 
land and Middle Atlantic states 
eathered in Newark on November 
9, while 585 pulled their chairs 
close to the banquet board at the 
Central States Mill Supply Asso- 
ciation get-together in Chicago on 
November 13. 

At the Southeastern District 
meeting in Atlanta, Ed Stauss, 
president and Alvin Smith, secre- 
tary, of the Southern Association 
welcomed 60 to the conclave. New 
Orleans where more than 60 
gathered was the scene of the an- 
nual meeting of the Southwestern 
District of the Southern Associa- 
tion. The first west coast meet- 
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ing of the National is scheduled 
for San Francisco on February 
20 at the Palace Hotel. Summaries 
of the various meetings follows: 


NEWARK 


Witn the Robert Treat Hotel as a 
backdrop, distributors (members of 
the National Supply & Machinery 
Assn.) operating in New England 
and Middle Atlantic states met No- 
vember 9 with manufacturers’ for 





ON FRONT COVER 


NEWARK—C. E. Curtis, National 
Ass’n. 
CHICAGO—C, A. CHANNON and 
Miss E. W1tttAms, Central States 

ATLANTA—ALvIN SMITH, 
Southern 

NEW ORLEANS—J. E. Ditwortn, 
Southern 
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Charles E. Curtis 
(president of Western Iron Stores, 
Milwaukee—president of National 
Assn.) presided. Morning session 
was devoted to presentation of papers 
by both distributors and manufactur- 
ers on previously selected subjects. 
Afternoon session took the form of 
a question and answer program in 
which two sides of a question were 
presented and then discussion from 
the floor followed. 

In his opening remarks, Mr. 
Curtis reported on progress of com- 
mittees and expressed confidence that 
the study on distributors costs would 
be completed in time for the annual 
convention in Dallas next April. 
Dan Northup (president of Henry 
G. Thompson & Sons Co., New 
Haven—president of American 
Assn.) also reported on various com- 
mittee activities. “This year, I be- 
lieve,” he said, “that you will see 
some results. For one thing, we are 
getting to the bottom of the ques- 
tion of distributors’ costs.” 


1 zone meeting. 























Lou Knouse (Stanley Electric 
Tool Co., New Britain—chairman 
of manufacturers’ committee on dis- 
tributor relations) told of the prog- 
ress toward better understanding be- 
ing made by his group. Among the 
things being undertaken at present, 
he said, are: A working definition of 
a distributor, determination of what 
is a “normal trading area,” sug- 
gested sales policy for manufactur- 
ers, and the matter of suggested re- 
sale prices, and question of list and 
discount. 

H. H. Kuhn’s (Hardware & Sup- 
ply Co., Akron—chairman, Commit- 
tee on Manufacturer’s Relations) 
report was read at the meeting by 
H. Rinehart, (Secretary of National 
Association). Since the joint con- 
vention in May, Mr. Kuhn reported, 
this committee has been very active 
and has completed an extensive sur- 
vey of conditions surrounding dis- 
tribution of 58 products. This infor- 
mation, he added, has been tabulated 
and placed in the hands of the manu- 
facturers’ committee. 

C. F. Connor (B. F. Goodrich 
Co.) handled the problem of manu- 
facturer’s promotional literature and 
its value to distributor’s distribution. 

A good deal of discussion fol- 
lowed the remarks by M. I. Stray 
(J. Russell & Co.—Holyoke, Mass.) 
on whether manufacturer should ex- 
pect distributors to give an extra dis- 
count to large users without com- 
pensating discount for the distribu- 
tor. Dan Northup, Lou Knouse, 
Stanley W. Jones (Jones & Auer- 
bacher—Newark), Walter W. Pea- 
cock (Charles C. Lewis—Spring- 
field, Mass.) and H. A. Buzby 
(Keystone Lubricating — Philadel- 
phia) commented from the floor. 

S. K. Smith (W. L. Smith Co.— 
Newburgh, N. Y.) ably handled the 
question of whether selective distri- 
bution doesn’t benefit both manu- 
facturer and distributor. Comments 
from the floor indicated a general 
approval of selective distribution as 
the ideal way of getting best results. 

“The manufacturer has an interest 
in his product from its inception 
until it is finally put to use,” said 
Walter H. Gebhart (Henry Disston 
& Sons—Philadelphia). “He as- 
sumes,” Mr. Gebhart continued, “a 
responsibility for his product and 
therefore acquires the obligation to 
supervise the distribution of his prod- 
uct and promote sound merchandis- 
ing conditions.” 

Andrew G. Carey (Carey Ma- 
chinery & Supply—Baltimore) in 
Ciscussing effective use of specialty 
salesmen by distributors made the 


NEWARK 








[Lert] “Jt’s the manufacturer's job to make sales literature interesting,” 


says C. F. Connor (B. F. Goodrich) as he illustrates this point to the meeting 


[Ricut] Left to right: Bill Hough (Johns-Manville), Nixon and S. K. 


Smith (W. L. 


Smith), Gus Fischer 


(Black & Decker), W. D. Guiney 


(W. L. Smith) and Glen Treslar (Black & Decker) 





[Lert] Two pioneers from Philadelphia, both over three score and ten, yet 


active as the mainsprings of their companies. 


Left, Theo. C. Ulmer ( presi- 


dent, Theo. C. Ulmer) and Robert W. Sees (president, Sees & Faber) 


[Ricut| FE. T. B. Penman 


(Neal & 


Brinker) talks things over between 


sessions with H.R. Grant and Carl Meister, both of Allen Manufacturing Co. 


CHICAGO 





New officers of Central States, left to right: FE. K. Welles (Charles H. 
Besly), president; W. C. Huchthausen (Huchthausen Co.), secretary; PF. W. 


Swanson (Globe Machinery & 


Supply), vice-president; J. H. 


Schroeder 


(Fort Wayne Pipe & Supply), treasurer 


MILL SUPPLIES ® DECEMBER 10, 1939 











following three points: 1. Make 
sure you are on solid ground as 
regards arrangements between gen- 
eral line and specialty salesmen. 2. 
Pick with care what lines you are 
going to specialize on. 3. Train your 
specialty men thoroughly. Bob Kelly 
(Manning, Maxwell & Moore) and 
Arthur H. Squier (Squier, Schilling 
& Skiff—Newark) described steps 
they are taking to reduce the number 
of small orders. 


CHICAGO 


On Monpay, November 13, the 
Central States Mill Supply Associa- 
tion held its seventh annual meeting 
and banquet at the Palmer House. 
There were 585 reservations for 
dinner, which was attended by both 
distributors and manufacturers. 
Ninety-one per cent of the member- 
ship of Central States by houses 
turned out. 

Officers elected for the ensuing 
year are: President—Edward K. 
Welles (Charles H. Besley—Chi- 
cago); vice-president—F. W. Swan- 
son (Globe Machinery & Supply— 
Des Moines); secretary—W. C. 
Huchthausen (Huchthausen Co.— 
Manitowoc, Wis.) ; treasurer—J. H. 
Schroeder (Fort Wayne Pipe & 
Supply—Fort Wayne, Ind.). Miss 
Elizabeth Williams is the executive 
secretary of the association. 

Meeting was opened with state 
group meeting of distributors. These 
meetings were presided over by: 





PRACTICAL RECIPROCITY 
\ picest of D. W. Northup’s ad- 


dress entitled “Practical Reciprocity” 
which he delivered at the Central 
States Mill Supply Association ban- 
quet in Chicago will be published in 
the January 10 issue. 





Indiana group—J. H. Ruddell 
(Central Rubber & Supply—India- 
napolis); Illinois—Oscar Iber (O. 
Iber—Chicago) ; Iowa—Nebraska— 
F. W. Swanson (Globe Machinery 
& Supply—Des Moines) ; Wisconsin 
Walter C. Huchthausen (Huch- 
thausen Co.—Manitowoc, Wis.). 
Then followed the regular business 
meeting of the association, presided 
over by President C. A. Channon 
(Great Lakes Supply Corp.—Chi- 
cago). At conclusion of the business 
meeting a presentation of a Survey 
of Industrial Buying, illustrated with 
slides, was given by Jim Channon 
(Continued on page 64) 


CHICAGO 


















































[Lert] Left to right: C. M. Curtis and C. E. Curtis (Western Iron Stores); 
“George E. Howell, Counsel for Central States and Chicago Mill Supply 
Ass'n.; Alvin Smith (Smith-Courtney-Richmond), secretary of the Southern 
Ass'n.; H. R. Rinehart, secretary-treasurer of the National Ass'n 

[Ricut] D. W. Northup (Henry G. Thompson & Son), president of the 
American Association, spoke in Newark, Chicago, Atlanta and New Orleans. 
He is shown here making principal address at the Central States banquet 










ATLANTA 
















[Lert] Bob Page (Henry Walke) comments on main topic of meeting—costs 
[CENTER] Nonchalant? Yes, but don’t let Rufus Barkley’s (Cameron & 
Barkley) attitude fool you. His sure-fire remarks hit target 
[Ricut] Fred N. Hall (Montgomery & Crawford) somberly listens while 
Harry P. Leu (Harry P. Leu) eases one across at meeting 









NEW ORLEANS 
























































[Lert] John L. Pitts (Brown-Roberts) says small orders require a great 
deal of watching and culling 

[CentER] Will Gordon of New Orleans reads a few notes while R. U. Lea 
(Woodward, Wight & Co.) in front row and Geo. W. Hyle (Weaks Supply) 
directly in back listen intently 

[Ricut] Into picture again comes Dan Northup speaking while Ed Stauss 
and Alvin Smith give their undivided attention at the head table 
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WHAT IT TAKES TO SELL BELTING 


Or how a P.A. rated belting salesmen on personality . . . prod- 


uct knowledge .. . sales technique. 


Interesting comments 


provide thought vitamins for both executives and field men 


THE PURCHASING AGENT of a large 
machine tool manufacturer was 
curious—curious about the sales- 
men who called on him. From long 
experience he could size them up 
roughly, but he knew that there 
must be some more tangible way of 
sharpening his judgment. Fortu- 
nately, Bertrand R. Canfield of the 
Babson Institute faculty was con- 
ducting an extensive survey of in- 
dustrial salesmen at this same time. 
The two men got together and the 
purchasing agent was left with 
biank check forms for rating sales- 
men. The following day four sales- 
men called, each to talk belting. 

This check form covered factors 
of personality, knowledge and 
sales technique, and the accom- 
panying charts picture the results 
of the p.a.’s ratings. 

The notes reveal other features 
of the salesmen’s methods and the 
impression these salesmen made. 

Of belting salesman “A,” the 
highest rated man, the buyer says, 
“This salesman is an engineer by 
training and contrary to that type 


SALES TECHNIQUE 


Knows his stuff Totally unprepared 


Half effective Needs a crutch 


SALES PERSONALITY 








Just passing by Can't ring bell 
which usually is ‘steeped’ in for- 
mulas and technical data, he knows 
his stuff and how to marshal facts.” 

Belting salesman “B” is criti- 
cized as follows: “This man’s 
card showed him to be the sales 
manager of a belting company. He 
had his dealer’s representative with 
him and crashed in just before 
closing time—a cardinal sin. He 
used the time-worn story that he 
had recently ‘licked’ a belting prob- 
lem on one of our machines in a 
customer’s shop and felt that he 
should have permission to submit 
samples. Cub salesmen often use 
that story but this was my first ex- 
perience with a sales manager. 

“He did not know the type of 
machine on which he had been so 
helpful—neither the size nor where 
the belt went on the machine. He 
was totally unprepared.” 

Belting salesman “C” represents 
a belting company from whom the 
buyer purchases half of his belting 
requirements. However, purchases 
are made through a mill supply 
dealer who handles the buyer’s 
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PRODUCT KNOWLEDGE 








No time to spend Hard to judge 
problems rather than the salesman 
of the manufacturer. Of this sales- 
man, the buyer says, “He is the 
type of salesman who ‘was just 
going by’ and ‘let me know if I 
can do anything for you.’ The only 
difference between this type of 
salesman and the direct-by-mail 
advertising is that we can’t put him 
in the waste basket.” 

Belting salesman “D” was diffi- 
cult for the buyer to rate. “Even 
though he calls on us regularly and 
we have bought from his company 
in the past, he is hard to judge. 
Though he does rate well in some 
respects on the chart, he fails to 
‘ring the bell’ with us.” 

These personality and perform- 
ance notes covering the ratings of 
four competing belting salesmen 
should help belting and supply 
sales executives to improve their 
selection of salesman. And sales- 
men themselves can improve sales 
performance and personality by de- 
veloping those qualities which are 
most important in the opinion of 
buyers of industrial goods. 





DISTRIBUTORS’ 
MOUTHPIECES 


WITH buzzing of a switchboard 
the “mouthpiece” of a 
house swings into action. 


supply 
Every 
minute of every day this public 
relations counsel is responsible for 
selling your company. Valuable 
first impressions are created as the 
voice with a winning smile wel- 
comes a new customer, soothes the 
ruffled feelings of an irate one, 
or flatteringly greets an old one. 

Swiitly and deftly the telephone 
operator handles the call. Thor- 
ough knowledge of personnel and 


Katherine 
months to her credit at Woodbury & 
Co., Portland, Ore. Keeps records of 
invoice numbers on all billing, too 


Gillespie has eighteen 


eer | 


Her alertness and pleasant smile has 
made Mrs. Hazel Hyde for thirteen 
years a valuable member of the R. C. 
Neal organization in Buffalo 
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organizational setup helps her 
gave callers from dangling impa- 
tiently on the other end of the 
wire. Her cheery greeting is as 
sincere, interested and warming at 
five as it was at nine. In a well- 
modulated voice, clearly and dis- 
tinctly, she pours forth information 
and helpful suggestions ; speeds up 
inside service; and acts as your 
good will ambassador. 

Here are a few of the distribu- 
tors’ telephone operators whose job 
is to keep the wires always open. 


Perfect harmony team are Freddie 
Cook (nearest camera) and Agnes 
Flauaus, telephone operators at Sligo 
Iron Store Co., St. Louis 


For the past five years the voice that 
warmed the hearts of Samuel Harris’ 
customers in Chicago has been that 
of Martha Thiering 
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Don't overlook your telephone 
operator. She frequently is 
the first line contact between 
you and a new customer. The 
“first impression" she makes 
with customers can make or 


lose business for you 


When traffic slows Helen Dugwyler 
with J. E. Haseltine & Co., Port- 
land, Ore., since 1934 checks invoices 


Sixteen years as first line contact has 
made Mrs. Dena Percival a major 
asset in “customer relations” for 
Riechman-Crosby, Memphis 


Many a ruffled feeling has been 
turned into a laugh by the soothing 
voice of Regina Wilder in her eleven 
years at Colcord-Wright, St. Louis 
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Mounted drill rig, run by compressed air, at work in area where construction railroad tracks will be laid at dam 


The word "servicing" is used advisedly because you don't sell the 


government; it buys—but distributors’ salesmen by their friend- 


liness, willingness to go out of their way to provide information 


and close attention to deliveries have won the respect of pur- 


chasing officials on this western project and have profited, too 


By HENRY W. YOUNG, PACIFIC COAST EDITOR 


LOOKING at you across the desk in 
the picture (at right) is A. A. Guy, 
Jr., purchasing agent for the 
United States Bureau of Reclama- 
tion at Shasta Dam in California. 
The head purchasing depart- 
ment for this gigantic job is in the 
chief engineer’s office in Denver. 
There, the great orders for bulk 
material, such as cement, gravel, 
reinforcing steel, pipe, metalwork 
and machinery—the large formal 
orders they might .be called— 
start in advertisements for bids. 
But don’t think for a minute 
that few orders come direct from 


the job. A vast amount of busi- 
ness originates at the dam in a 
year’s time. 
items ; 


There are emergency 
the items that the nearby 
distributors buy in car lots but 
which the Bureau does not need 
in such quantities and on which 
the distributor can make better 
than the lLec.l. price on a direct 
shipment ; items on which the time 
element is the all important factor, 
and minor routine purchases that 
are handled on the project. 

Bear in mind that the Bureau of 
Reclamation is building at Shasta 
the next to the largest man-made 


MILL SUPPLIES ® DECEMBER 10, 1939 


A. A. Guy, Jr., Bureau of Reclama- 
tion purchasing agent at Shasta Dam 


structure in the world and at the 
same time relocating some 30 miles 
of main-line railroad. This is all 
@ part of the Central Valley Proj- 
ect in California, which will re 
quire the expenditure, eventually, 
of about $170,000,000. While the 
various contractors building the 
dam furnish all the labor, plant 
and equipment for doing the work, 
(Continued on page 76) 









DRIVE SLOW—REDUCE SPEED! 


Speed reducer versus variable-speed transmission—which 


is best where? 


Sam Supplier explains to the Plant 


Manager—and gives you sales hints at the same time 


BY 


“Say,” said the Plant Manager, 
“remember that speed reducer you 
sold me a year ago for that coal 
conveyor drive? Well, I need an- 
other one for an assembly con- 
veyor. Come on out and we'll talk 
about it.” 

“T'll be right out,” promised 
Sam Supplier, “but what you need 
is a variable-speed transmission, 
not a reducer!” 


Here is a combination! 


A motoreducer (right) drives a 
chain and a worm-gear reduction 


direct. 


“Why ?” says the P.M. “Tell me 
about it.” 

“T will when I get there,” says 
Sam. “S’long!” 

The Plant Manager’s problem is 
not at all uncommon—even among 
distributors. But Sam_ knows. 
This is about the way he would 
start: “In the first place, you will 
require exact speed adjustment 
over a wide range for your assem- 


They drive 
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‘*, J. TANGERMAN, TECHNICAL EDITOR 


bly conveyor drive (to control 
production rate), while one speed 
was enough for the coal-conveyor 
drive. The speed reducer gives 
one fixed output speed, faster or 
slower than that of the driving 
unit; the variable-speed transmis- 
sion is just what its name implies 
—a device which provides a wide 
range of output speeds with one 
input speed.” 


variable-speed transmission which drives a reducer by 
a chain and gear train, which in turn drive the machine 



















At about that point, Sam would 
realize he had to go into details, 
and he’d end up by giving these 
facts: 
Gear Speed Reducers 

Types, arrangements, combina- 
tions, capacities, and speed ratios 
of gear reducers are almost legion. 
They may have spur, worm, heli- 





(Anove) 14-hp. motor built into variable-speed transmission drives milk 
(Betow) Motor, transmission and reducer drive conveyor by chain, 


pump. 








A motoreducer saves space and money on this conveyor drive. 














cal, herringbone, spiral or bevel 
gears, in single, double or triple 
reductions, and output and input 
shafts may be horizontal, vertical, 
or one each way. There are also 


horizontal and vertical planetary 
types, including gear-motors, which 
combine a high-speed motor and 
gear in a single unit. 

Worm, helical and herringbone 
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Notice the hangers, belt, pulleys and flexible coupling 


10, 1939 


> 
> i 
a” 


reductions have largely supplanted 
the simple spur gear because they 
permit more teeth in contact, in- 
creasing mechanical strength, re- 
ducing shocks, and cutting noise 
to a minimum. 

Worm gears may be sitgle 
or double-reduction units, — the 
first inherently a_ right-angle 
drive, the second either a right- 
angle or parallel-input-and-out- 
put-shaft. Standard single-reduc- 
tion ratios are 3.5:1 to 80:1, 
although they have been built for 
ratios as high as 100:1. Double- 
reduction ratios go as high as 
6,400:1. Standard power-trans- 
mitting capacities run up to 400 
hp. and speeds to 8,000 r.p.m., 
although they have been built for 
higher speeds. Reduction ratios 
may be greater than with other 
types ; thus they have an advantage 
where space is limited. Although 
inherently speed-reducers, worm 
gears can be used as speed in- 
creasers where the ratio does not 
exceed 10:1. They usually operate 
in oil. Lower ratios have efficien- 
cies as high as 97 per cent, but fer 
high ratios efficiency is compara- 
tively low. 

Helical, double-helical (‘“her- 
ringbone’’) gears, which have 
come into very wide use in prefer- 
ence to the old-time spur gears 
because of their greater strength 
and quietness, are built in single, 
double and. triple reductions, for 
almost any capacity and pinion 
speeds up to 8,500 r.p.m. and 
more. Single-reduction ratios go 
as high as 10:1, double-reduction 
to 100:1 and triple-reduction to 
1,000:1. Input and output shafts 
may be parallel or at right-angles 
and in either a horizontal or verti- 


(Continued on page 72) 





Victims of 
offside 


sought 


the season’s biggest 
penalty—that’s the un- 
distinction of the Stam- 
Co., Youngs- 
The referee who blew 


baugh-Thompson 
town, Ohio. 
the record-breaking blast on the 
whistle was an official on a city 
planning decided to 
widen the street in front of Stam- 


board who 
baugh-Thompson into a boulevard. 
Under such conditions the firm’s 
huge three-story warehouse 
some 27 ft. 


was 
over the line of scrim- 
mage and the orders 
“Move!” 

So without batting an eye, the 
company plans to pick up the en- 
tire brick structure, including its 


were, 


tons of stock and fudge back the 
required nine yards. 

Carl Johnston, manager of the 
firm’s mill supply department, with 
offices right in the building will sit 
tight and carry on business and 
the clock” as usual. 
The structure, erected in 1904, is 
310 ft. 
depth of 35 ft. 


“service by 


long and has an average 
The 15,000 tons of 
mill supplies, steel and heavy hard- 
ware will not be touched, although 
the basement must be cleared. A 
$70,000 contract went to Eichleay 
Engineering Co. of Pittsburgh for 
the job. First the building will be 
broken away from the foundation, 
properly braced and finally a se- 
ries of screw jacks will slowly push 
it into its new position. 

This moving operation parallels 
the case of the Joseph Woodwell 
Co., in downtown Pittsburgh, who 
now enjoy an improved corner lo- 
cation at Second Ave. and Wood 
St. Not so prior to 1921, when 
Second Ave. was quite narrow. 
Decision of the city planning board 
in that year to widen the avenue 
brought about the 
moving the 


necessity of 
eight-story building 
cccupied by Woodwell. The Eich- 
leay company were on the job then 
and accomplished the feat of rais- 
ing the building 12 in. and moving 
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OFF SIDE! 


Wherein a boulevard pushes through center and throws a 





By MILTON K. CUMMING, Jr., AssIsTANT EDITOR 


After the referee’s whistle blows, the 
Stambaugh-Thompson Co.'s ware- 
house will take a 27 ft. penalty to- 
wards railroad. Youngstown’s deci- 
sion to boulevard on other 
side of building necessitates move 


widen 


it 40 ft. Interesting is the fact 
that after weeks of preparation, 
the tall structure made its move in 
only 14 hours. 

All employees occupied the 
building during preparations and 
actual moving operations and busi- 
ness went on without interruption. 
Gas, water, sewer, elevator, elec- 
tric light, steam heat and telephone 
service were in constant use and 
maintained at all times. 

M. A. Kelly, manager of sales, 
remembers the incident well. “A 
crew of men with 26. screw 
jacks performed the operation,” 
says Mr. Kelly. “A foreman, 
whistle in hand supervised. Every 
time he blew his whistle, the work- 


men took another turn on the 
jacks. Inch by inch the building 


was moved to its present location.” 
Since then the firm has expanded 
and also occupies a six-story addi- 
tion to the rear of the building. 
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whole building for a 9-yard loss 














No traffic jams now! Joseph Wood- 
well Co.’s eight-story building now 
stands 40 ft. from its original loca- 
tion—just as firm as the day it was 





built. Move was brought about 
through a street widening project 













RECORDS-ALL ON ONE SHEET 


That's Federal Pipe & Supply's answer to the task of keeping 


purchase, inventory and sales records up to the minute 


“OUR STOCK comprises some 
12,000 to 15,000 items,” said Irvin 
3ragg, office manager of the Fed- 
eral Pipe & Supply Co., Fresno, 
California. “Yet we are able to 
maintain a perpetual inventory as 
well as complete purchase and 
sales records on 103 in. by 134 in. 
sheets, kept in binders. 

“There is a sheet for each stock 


On this 103 by 13} in. sheet Federal keeps its records on purchase, 


item, showing not only the date 
and quantity purchased, together 


with the receiving records, but 


aiso the quantities sold out of stock, 


to whom sold and the dates. There 
is your whole record in one set of 
binders. We got the idea from one 
ef the oil well supply companies 
and found that it worked out well 
in our business. 


“We keep the sheets in the 
binder as long as there is space, 
and on rapidly moving items, 
where a number of sheets are re- 
quired per item, we keep them in 
up to the last general inventory. 
Sheets that are removed are filed 
in order. 

“This system is also an aid in 
purchasing, as the sales movement 
of any item or line can readily be 
traced back over any period of 
time and the seasonal or more gen- 
eral sales trends of the line can be 
noted at a glance.” 


inventory and sales for individual items 
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“WHAT'S IN THE BOX FOR ME?” 
asks each industrial salesman for 
the Strong, Carlisle and Ham- 
mond Co., Cleveland, as he calls in 
from out on the job. The tele 
phone salesman who answers such 
a call immediately reaches for the 
“file box,” refers to the section 
provided for the 


“WHAT'S IN THE BOX?” 


salesman and 
It might 
be a notice of a price change, a 


gives him any message. 


customer’s call or the “boss” may 
desire to talk with him. What 
ever it is, the information is 
quickly transmitted to the outside 
man. This “file box” saves a lot 
of confusion and delay and insures 
messages reaching salesmen. “It’s 
mighty well worth while,” says 
Ie. FE. Stvan, manager of the SCH 
mill supply department. Pictured 
herewith is Preston Deming, tele 





phone salesman, as he reads a mes- 
sage to an outside man. (See the 
box?). Background, Bill Krieger, 
another telephone salesman. 
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Tapping an open-hearth furnace. Ladle at left is full, and slag is spilling over into the smaller pot at right 


THE AB G'S OF STEEL 


What do you really know about the stuff that goes into nearly every product you sell? How often, 
in selling, do you use the steel man's lingo without bothering to soak up some of his "Savvy"? 
Wouldn't it help make you a better informed (and hence more confident) salesman if you could 
go into the mill and get the whole interesting story of steel in non-technical terms? This is the 
second of a series of articles capably describing the processes which fit the metal for its myriad 
jobs in industry. Prepared through the cooperation of the Bethlehem Steel Co. 


BY A. P. SPOONER, METALLURGICAL ENGINEER, BETHLEHEM STEEL CO., BETHLEHEM, PA. 


THE pROcEss of converting pig of three methods—the bessemer used in the lining. The terms acid 

iron into steel involves a partial process, the open hearth process, and basic steel are based upon this 

elimination of the undesirable ele and the electric furnace process. classification. 

ments, by oxidation and removal in These may again be subdivided 

the form of gas, or as molten ox- according to the type of lining used The Bessemer Process 

ides in a suitable slag. This proc- ‘in the furnaces, whether a silicious The bessemer process was the 

ess can be carried out in such a acid refractory material, such as first of the three processes used 

manner that only a small percent- silica brick or a basic material such commercially in large scale pro- 

age of the iron will be oxidized and as magnesite or dolomite are used. duction of steel. A bessemer con- 
t in the slag. Different types of slag are also verter is a pear-shaped vessel, 10 
Nearly all steel is made by one required, according to the material feet or more high, open at the top, 
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Tapping a blast furnace. Man at right is measuring the temperature of 
metal with optical pyrometer. After tapping, metal is ready for pouring into 


ingot moulds 


lined with refractory material, and 
mounted on trunnions so it can be 
tilted to receive the hot metal and 
to pour the steel when a “blow” 
is finished. 

Molten pig iron, 15 to 25 tons 
at a time, is poured into the con- 
verter, and a blast of air is intro- 
duced from the bottom through a 
number of small openings in a 
specially designed base of refrac- 
tory material. As the air is forced 


A heated ingot, ready to be rolled, is lifted out of the soaking pit 


through the liquid metal some of 
the undesirable elements contained 
in the pig iron are oxidized, or 
burned out to the degree deter- 
mined by the specifications for the 
finished steel. The impurities es- 
cape in the form of gas or are 
removed in a slag. 

The bessemer process is a rapid 
method of steel making. Each 
charge requires about 20 minutes 
and the operation is one of the 
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most spectacular of all steel making 
operations, due to the brilliant dis- 
play of flames and smoke emitted 
from the converter during the 
blow. 

While the preponderance of steel 
made in this country is produced 
in the open hearth the bessemer 
process occupies an important posi- 
tion for producing steel for special 
purposes, such as free machining 
steels, certain types of wire and 
some grades of pipe, especially the 
pipe made by the Butt Welding 
process. 

The Open Hearth Process 

More than 90 per cent of all steel 
produced in the United States is 
made by the Open Hearth process, 
and the preponderant part of this 
is basic open hearth steel. An im- 
portant feature of this process is, 
that it makes possible the use of 
large tonnages of cold scrap, in 
addition to pig iron. Roughly 
speaking, about half of the metallic 
charge used in the open hearth 
process originates from.scrap, the 
balance being pig iron. 

The process is less spectacular 
than the bessemer process. Ex 
cept for the tapping period, the hot 
metal and slag can only be seen 
through peep holes or through the 
furnace doors when these are open. 
The molten metal is held on a long, 
shallow hearth, enclosed in fire 
brick and bound together with steel 
framework. Ports at each end ad 
mit fuel and preheated air, and 
the flames sweep across the hearth 
directly over the metal bath, hence 
the name “open hearth” furnace, 
indicating that the metal is open, 
or exposed to the direct action of 
the flames and the slag. 

A modern open hearth furnace 
is usually from 100 to 175 tons in 
capacity, although larger furnaces 
are in use. A typical furnace is 
about 70 feet long and 20 feet wide. 

An open hearth shop generally 
consists of a-number of furnaces, 
arranged lengthwise, ina row. On 
the front of the furnaces are doors 
for charging and making additions 
during the smelting operations. 
Suitable equipment is available for 
this purpose. Practically all oper- 
ations, except tapping, are con 
trolled from this side of the fur 
(Continued on page 66) 








lwo of these chutes, one at the front and the other at one 
side of sub-warehouse, make short work of loading nails 
and roofing materials into motor trucks for delivery 


Packaged goods come down from the upper floors of the 
main building to the shipping room by means of this spiral 
chute. It saves aching feet and tired back muscles 


SNAPPING UP SERVICE 


James Supply, Chattanooga, reduces backaches and facilitates stock handling and order filling by 


handy "plant" layout, careful arrangement of goods and the employment of labor saving devices 


FAST SERVICE and reduction of ing and the sub-warehouse, as well from freight cars to the second 
as the “courtyard” which extends floor of the sub-warehouse for 


between these structures and pro- 


manual labor to a minimum are 
achieved by James Supply Co., storage by means of a conveyor, 
and are lowered to motor trucks 
for delivery to customers via two 
chutes, one at the front of the 


Chattanooga, Tennessee, through 
“plant” layout and and free maneuvering of motor 
storing and handling methods. 


vides ample room for pipe storage 
its efficient 


trucks. Doors at the rear of the 











\ railroad siding borders the 
rear of the company’s property, 
directly alongside the main build- 


This stock room worker has just assembled an order of 


“loose” 
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items on the upper floors in a hand truck and 
brought it to the main floor on the freight elevator. 
Incoming shipments are quickly lifted to upper floors, too 


main building at car floor level 
facilitate loading and unloading 
there. Nails and roofing are raised 


James Supply's 
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building and one at one side. 
Within the main building, a 
(Continued on page 70) 





The shipping room lets off onto a roomy loading platform 
at truck floor level. 


A spacious “court yard” between 


wo buildings provides ample room for 
truck maneuvering as well as for storing pipe stocks 














SIMMONS LIGHTS UP! 


New lamp department at St. Louis supply house primed to tackle 


customers’ lighting problems, including complete lighting layouts 





These three lads are cogs in Simmons Hardware’s G-E Division. 


Left to 


right—E. F. Stone, Joe Silverman and W. L. Lehman 


SIMPLER WIRE ROPE 


System used by John Day Rub- 
ber & Supply Co., Omaha, 
saves time and labor .. . 


reduces chances for errors 





ee. 


John Scholder of the Day organiza- 
tion getting ready to fill an order 


PictureD herewith is John 
Scholder of the John Day organi- 
zation with a reel on an especially 
equipped hand truck. This truck 
has a jack on each side, bolted 
to the angle irons. The reel from 
which a length of wire rope or 
cable is to be cut is rolled out from 
its position along the wall (see 
reels in left background), the truck 
is pushed up to it, bar slipped 
through the center. Then the ends 
of the bar are placed on the jacks 
and the reel is elevated and swung 
zround easily for unreeling along 
the floor measuring marks. 

To avoid errors in filling wire 
rope and cable orders, each reel 
carries a number, which is placed 
ia plain sight on the wall behind 
the reel. The company’s catalog 
shows the numbers of the various 
types and sizes of cable, and when 
the order is passed on to the stock 
room, it contains the number of 
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SIMMONS HARDWARE Co., St. 
Louis, now has a_ department 
within its organization operating 
under the name of the General 
Electric Lamp and Lighting Div. 

Heading up the activities of this 
department are W. L. “Bill” Leh- 
man and Joe Silverman, both with 
long and impressive records in 
lighting sales and engineering. Mr. 
Lehman was with the Incandes- 
cent Lamp Department of the Gen- 
éral Electric Co. for fifteen years, 
while Mr. Silverman has 26 years 
experience behind him as former 
head of the Delco Electrical Supply 
Co. of St. Louis. 

Messrs. Lehman and Silverman 
are working closely with Simmons’ 
industrial salesmen and dealers in 
the marketing of G-E lamps and 
lighting. They are equipped to 
figure lighting problems and do 
complete lighting layouts. Their 
activities include sales engineering 
on the new fluorescent lamps. 

Inside operations of the division 
are in the very capable hands of 
FE, F. Stone, who was with G-E 
in St. Louis for thirteen years. 


HANDLING 


the reel from which the length is 
to be cut. For instance, Reel 21 
carries 32-inch, Type W, 6x19, 
regular lay, hemp center, plow 
steel cable, so when an order is 
received for this type, the stock 
room is simply notified to cut off 
so many feet from Reel 21. 

Hung onto the outside end of 
the cable on every reel is a card 
showing the amount of cable on the 
reel when received. It is the stock 
man’s duty to record on this card 
the length of cable removed on 
every order. Since the card must 
be removed from the cable when a 
length is cut off and placed back 
on the new outside end, the very 
act of putting the card back in place 
is a reminder to the stock man to 
record the amount sold, and a very 
much more satisfactory plan, in the 
experience of Day company offi- 
cials, than that of placing the rec- 
ord card elsewhere. 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Resinoid Snagging Wheels 
Save 50 Per Cent 


Grinding wheel consumers meas- 
ure expense in terms of cost per ton 
of material removed. One concern 
felt that it wasn’t getting it’s 
money's worth, calculated wheel cost 
per ton of material removed, and 





With old grinding wheels, cost of remov- 
ing material was $4.39 a ton; with new 
wheels it is running $2.05 


found it to be $4.39. A manufactur- 
er’s engineer was called in and a 
wheel was given a trial which was 
believed to have the grain and grade 
combination and type of resinoid 
bonding material best suited for the 
material being ground. Extensive 
tests showed that the new wheel 
removed stock at a cost of $2.05 for 
each ton removed, a saving of 50 
per cent.—Factory, November, 19: 9, 


Samples Simplify Selling 


[ne old Chinese proverb to the 
effect that a good picture is worth a 
thousand words has a definite and 
pertinent sales application in our 
business. By changing it slightly so 
that it says, “a good sample is worth 
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a thousand words,” you have an en- 
tire sales lesson packed in one wal- 
loping sentence. 

The use of samples in selling is 
rapidly becoming a lost art. Today 
price and palaver seem to be getting 
the play by too many salesmen. 

I can hear a roar from the boys 
calling my attention to the backs of 
their cars that carry just about 
everything. You're right — but 
samples in cars don’t sell goods—it’s 
samples in purchasing agents’ off- 
ces, in dealers’ stores, in plant super- 
intendents’ hands that count! When 
it comes to heavy stuff, many smart 
salesmen carry their prospects to the 
samples. 

Of course, selling with samples 
means something more than slapping 
a switch on a counter and saying, 
“Give that 644 the once over Mr. 
Jones—isn’t it a peach?” That’s 
better than no sample, but when a 
considerable amount of showmanship 
is mixed with your sample you get a 
sales recipe that is pretty sure fire. 

by Herb Mets, Graybar Electric 
Co., in Wholesaler’s Salesman, No- 
bember, 1939. 


Dodge that Dead Center 


My first experience with an inter- 
view stopping on dead center hap- 
pened years ago. Since that time, 
I’ve always believed that there is a 
way to solve every problem in sel- 
ling. Here are some points not 
findable in the how-to-succeed books : 


1.—I'’ve discovered that the best way to 
calm down that awfully rushed buyer 
is to pin him down to a few minutes. 
“You've got 11 minutes, haven’t you?” 
“Well,” I take out my watch, “that is 
all the time I want: just eleven minutes. 
I'll lay out my watch and go to it, and 
please don’t mind if I talk fast.” 

2—The man who “blows up” during 
the interview for some _ insignificant 
reason or other, stalks away or is other- 
wise rude, is truly a problem child. 
When such a situation stops an inter- 
view on dead center, I think there is 
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only one thing to do—stop him. In 
fact, my explosion has to be a little 
louder than his, for I must make it 
clear that I resent his rudeness. 
3.—Different salesmen have different 
ways of handling the chap who won't 
talk, either to say yes or no, The 
sphinx, you know. When my best points 
seem to be glancing off Mr. Sphinx, I 
stop and turn to my brief case for sup- 
port. At length I fish out a piece of 
printed material, put out by the com- 
pany, and proceed to check certain 
paragraphs. This I hand to him. The 
next thing he is reading it. After he 
has read the points, we have a basis 
for some questions which require an- 
swers other than yes or no, and also a 
real basis for a sale. 

4.—The blame for stopping the inter- 
view on dead center does not always 
rest with the man on the other side of 
the desk. Every salesman gets those 
off days when he couldn't sell the pro- 
verbial gold brick. So I’ve hit upon the 
plan of building each day around a key 
call—the first call of the day. I aim to 
make my first call on a friendly buyer, 
one whom I know well and who in- 
variably re-sells me on myself, on my 
line, and on my house, as well as give 
me business. I just can’t get an off day 
when I start the day with such a bracer. 
—Wholesaler’s Salesman, October, 1939. 


The Master Salesman 


1. His approach is positive. 

2. He always knows the buyer’s 
needs. 

3. He wants orders, first and last. 

4. He knows he is not invincible. 

5. He never relies on “pull.” 

6. “Satisfactory” does not satisfy 
him. 

7. He never uses the good fellow 
racket. 

8. He is never competitor con- 
scious. 

9. Routine calls are out. 

10. He avoids high-pressure. 

11. He talks as an individual. 

12. He is a giver rather than a 
getter. 

13. He is a master gentleman. 

14. He is an intensive time-man- 
ager. 

15. He is hard to shake off. 

16. He criticizes his own perform- 
ance. 

17. He has a sense of humor. 

18. He uses the law of averages. 

19. He builds customers. 

20. He watches little things. 

21. He understands human psy- 
chology. 

22. He has no prima donna tem- 
perament. 

23. He has accuracy and technical 
capacity. 

24. He is a student of salesman- 
ship. 

25. He picks his job with shrewd 
care.—Forbes, October 1, 1939. 








Some Questions About Air Hose 


1. How many types of air hose are 
there in general service? 

2. How is the wrapped type made? 

3. And 
type? 

4. How do they differ in the 
method used to hold hose shape dur- 
ing vulcanizing ? 


how about the braided 


5. What is the longest single com- 
mercial length of wrapped hose? 

6. How about braided? 

7. Does the rubber of an air hose 
help it resist bursting ? 

8. How are successive layers of 
fabric usually applied in a wrapped 
hose ? 

9, Why is this done? 

10. How does braided hose differ 
from wrapped in resisting bursting ? 

11. How big a safety factor should 
ordinary hose have? 

12. Is this standard? 

13. Where does hose with heavy 
cover layers of rubber 
added cost? 

14. What are the two 


enemies of air hose? 


justify its 
greatest 


15. What is the worst service for 
air hose? 

16. Can a hose be too good for 
the job? 

17. When are. air 
hard on hose? 


compressors 


18. Why are good-quality coup- 
lings important ? 

19. What is the 
of air loss? 

20. What service is 
air-hose tubes ? 


yreatest source 


hardest on 


21. Why is this true? 

22. Is it important for a hose to 
have circumferential stiffness ? 

23. Why the rubber cover if the 
fabric takes the bursting pressure? 

24. Will oil help 


cover layers on hose? 


preserve the 


25. Is this action uniform? 


26. For resistance against trucks. 
planks, or other crushing weights, 
how can hose be protected ? 

27. Will this aid in any other way? 

28. What is a good method of pro- 
tecting against ordinary abrasion? 

29. How can ordinary hose nipples 
be reclaimed? 

30 What are the 
lengths of air hose? 

31 Where should hose be stored? 
Is sunlight bad? 
ture? 


common shop 


How about mois- 


32. How should nipples be put in 
to avoid dangerous “blow-outs” in 
service? 


(Answers on page 78.) 


Sam Supplier Is on the Square 


“Sammy,” phoned his sign-painter 
friend, “you're so good at solving 
sheet puzzles I'll give you another 
one. You quoted me on that 8-foot 
square of stainless you've got. I'll 
take it if you can cut three triangles 
off it and then make a square of all 
the rest of it by making just two 
cuts in the five-sided piece that’s 
left. Be sure it’s a square now—and 
tell me how big it will be.” 

This one took Sam 15 minutes. 
How about you? 

(No can do? Then see page 79.) 
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"| don't know what to make of it. My wife hired her for me! !" 
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TEN YEARS AGO IN MILL SUPPLIES 


BY GETTING AROUND TO CUSTOM- 
ERS PLANTS OFTEN, TRANSMISSION 
EQUIPMENT SALESMEN SOON 
LEARN TO DIAGNOSE THEIR NEEDS 
AND TO PRESCRIBE CORRECTLY FOR 
THEIR WANTS! THIS WAS THE “GIST” 
OF AN ARTICLE BY PB J. HAGERTY, 
VICE PRESIDENT, HAGERTY BROS. 
CO., PEORIA, ILL.,NOW PRESIDENT. 





E.O MORTON , PRESIDENT. 
£.DMORTON € CO., LOUISVILLE, WAS 
THE SUBJECT OF A “WHOS WHO” 
SKETCH IN THE DECEMBER 
ISSUE OF MILL SUPPLIES. 


NEWS ITEMS 


REAL SERVICE RECORDS WERE.HUNG 
UP BY W.H. SMITH, ©.E.McCOMB, A.C. VAUGHAN, 
Wa. KELLY, E.W. JONES AND PO. BOYLAN --- 

» ALL OF THE W.M. PATTISON SUPPLY CO., 

’ CLEVELAND, WHO HAD WORKED TOGETHER 
FOR 38 YEARS. 


HARRY P. LEU, ORLANDO, FLORIDA. COMPLETED 
ANEW #40,000 DISPLAY AND OFFICE BUILDING 
ON LIVINGSTON AVE 





H.P. SCHULTZ OF THE REPUBLIC RUBBER 
CO... YOUNGSTOWN, OHIO, WAS ADVANCED 
TO THE POSITION OF TRAVELLING SALES MAN- 
AGER. MR. SCHULTZ I5 TODAY SALES MAN- 
AGER OF THE ORGANIZATION, NOW KNOWN 
AS REPUBLIC RUBBER DIVISION OF THE LEE 
RUBBER ANO TIRE CORP. 





AMONG THE NUMEROUS GUESTS PRESENT AT 

MILL SUPPLIES’ LUNCHEON GIVEN FOR PROFESSOR 
THEO. N. BECKMAN, OHIO STATE UNIVERSITY. WERE CARL 
CHANNON, CHARLIE CURTIS, BERT ACKLES, RALPH 

GATTSHALL ANC RUSS DUNCAN. 








NO. 2 OF A SERIES OF “OSBORN BUSINESS BUILDERS’ FOR SALESMEN 


A frown uses 50 muscles...a smile only 15! Why don’t more people smile? 
Because few people take the trouble to put others in a smiling mood. You 
know most people have to be in a smiling mood before you can sell them. 

That’s why “Osborn Business Builders” were created ...to help Salesmen | 
of Osborn Distributors put more smiles on the faces of brush users ...to 
make brush users more interested in Osborn Brushes .. . by telling them 
Osborn Brushes are built to make work easier, faster, better! 

Every month, Osborn Distributors’ Salesmen are supplied with a quantity 
of “smile folders” featuring advantages of Osborn Brushes. The “Osborn 
Business Builder” for December is reproduced on this page. 

On every call, in every plant, alert Salesmen are handing out these folders 
to men who have a lot to say about the purchase of brushes. It’s EASY to sell 


Osborn Brushes... but it’s still easier with “Osborn Business Builders.” 


When the brushin 
tough end Fest... 
Center Section. 


9 tool must be rough, 
sit should be « Dise 
Use it f 


or removing 


splash, and old 


burrs, scale, rust, weld 
Paint. The Dise Center 


Section is de. 
signed for fast cutting and leheas 


WIRE MANY_OTHER 
Sb 
SCRATCH TYPES“OF 
BROOMS 


RUSHES 
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From all parts of the country poured in reports of =e 
October supply sales volume sufficient to boost the Sales =e 
Indicator to its highest level—134. Every territory reg- 
istered a substantial gain. Although the dollar value 
per order was slightly down, the number of orders per 
day jumped from 110 to 122 














DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY PACIFIC COAST STATES 
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IN THIS ONE INSTALLATION ARE SHOWN 
five different fast-selling Allis-Chalmers products—Lo- 
Maintenance Quick-Clean Motor... Texrope Drive... 
Duro-Brace Texsteel Sheaves ... Motor Control... 
Vari-Pitch Speed Changer! These items have wide 
acceptance and wide use ,.. they open doors for you! 


3 


¥ 


Varig@Pitch Speed Changers e Texrope V-Belts e Duro- 
Brac#Texsteel Sheaves @ Vari-Pitch Sheaves e Stand- 
ard st Iron Sheaves e Adjustable Pitch Diameter 
Texa€¥el Sheaves @ 2-3-4 Combination Sheaves e Strait- 


ine tomatic Motor Bases e Oil Field Drilling Rigs 


z Belts by Goodrich 





New Markets Opened 
That’s the Po 
About this 


Here’s a line of transmission equip- 
ment that actually opens doors for 
you... lets you get in to make 
new customers ... gives you a 
chance to increase sales to old 
customers! 

It’s the Texrope line of V-Belt 
Drives, Duro-Brace and Vari- 
Pitch Sheaves, Vari-Pitch Speed 
Changers — a profit-making line 
of transmission equipment that is 
modern and complete! 

You'll find a need for these pro- 
ducts in every plant on your pros- 
pect list, all types and classes, new 
and old, both for replacement and 
as new equipment. 

That’s why wide-awake supply 
companies are coming to Texrope 
for this line of market-widening 
products ... why they are using 


[EXROPE 






opens doors 


FOR YOU! 


“shee 
of Texrope Old Markets Revived — 
Fast-Selling Line 


Sales! Get the Facts 
4 . Today 
of Transmission Equipment! 


Texrope as a means to get through 
new doors... 


Increase Sales with Texrope! 
Remember — the Texrope line is 
complete ... it’s first in the 
field ... it’s backed by aggressive 
Allis-Chalmers advertising .. . it’s 
priced right .. . and there’s a 
trained engineering staff to help 
you on drive problems. 

All these are important points 
... but the main point is for you 


to get the full Texrope story as 
soon as possible -.. to put your- 
self in line for these increased 
sales and bigger profits. 


For complete sales facts about 
the Texrope line, call the district 
office near you, or write Allis- 


Chalmers, Milwaukee, Wisconsin. 
A-1119 


ALtts-CHALMERS 


MILWAUKEE-WISCONSIN 


THESE INDUSTRIES ARE RIPE FOR YOUR SPECIAL ATTENTION 


ArrcraAFT: Busy as the fabled one- 
armed paperhanger, aircraft plants 
are at work night and day. Planes 
and engines take all kinds of small 
tools and accessories, supplies and 
almost the entire metal-working list. 
These plants buy die steels, lots of 
portable tools, belts, motors and re- 
ducers, trucks and casters, hoists, 
and spraying equipment too. 


SHIPBUILDING: Still crowding 
toward that 1941 peak, shipyards 
are adding men as fast as they can. 
Portable tools used goes up in direct 
proportion to employees—and drills, 
reamers, hose, wire brushes, welding 
rod, and hundreds of other items are 
needed. Check both on the ways 
and in the shop (the latter is a big 
machine shop—and you know how 
many tools a machinist uses!). 


Brass, Bronze and Copper Prop- 
ucts: The lure of something in the 
kitchen to shine is a factor in the 
fall busy season of this industry. 
The copper things are mostly sheet 
—which means you can sell press 
guards, die steels, shear blades, belt- 
ing, motors and buffing wheels. 
Brass and bronze products are often 


*) 


cast, which gives you a chance to 
sell such foundry items as shovels, 
screens, respirators, goggles, gloves, 
sandblast equipment, hose, chipping 
hammers and chisels, fans, etc. 


DyEING and FinisH1nG TEXTILEs: 
Twice a year, these plants hit the 
top—the other peak being in March. 
They should be good markets for 
hand trucks, fans, hose, piping, 
valves, fittings, hoists, and the like. 


MEN’s FurNISHINGS: Those Christ- 
mas neckties, socks or handkerchiefs 
rush these plants right up to the last 
minute. Needs vary a lot with 
products, so you'll have to look 
around. Of course, hand trucks, 
millwrights’ tools, round belts and 
things like that will help you get 
your foot inside the door. 


CONFECTIONERY: Filling the na- 
tion’s sweet tooth is now a mass- 
production operation for which you 
can provide conveyor belts, drive 
chain, motors, transmission items, 
thermometers, 4-wheel trucks, insu- 
lation, parts of mixing equipment, 
stainless steel and Monel sheet, pipe 
and fittings. 
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SLAUGHTERING and Meat PACKING: 
The local packing house probably 
has some chain conveyors that take 
drive chain, motors and reducers. 
Besides, they need boots, hose, buck- 
ets, shovels, hoists, lineshafting, 
hangers, and other service items. 


CHEMICAL PLANTS: October’s peak 
in this industry is being indefinitely 
extended because of the war. All 
types of chemical and process plants 
are great users of pipe, valves, fit- 
tings, hose, protective clothing, 
hoists, and materials-handling equip- 
ment. You'll have to look around 
local plants to find out what else. 


Roap EQuIPMENT: Snowplows for 
this winter and grading equipment 
for next spring are both being 
bought now. They take welding 
rods and sets, paint-sprays, hoists, 
portable grinders, and so on, in addi- 
tion to usual metal-working items. 


MACHINE Toots: Small tools, ac- 
cessories and hand tools are needed 
badly in these plants, rushed with 
special orders and doing their best 
to keep up. 


SALESMAN’S HOROSCOPE 








INCREASE YOUR WRENCH SALES 


@ Williams’ Wrenches will definitely increase your 
tool sales because they enable you to offer more 

- +» more in design, more in utility, more in 
strength and performance! And that goes for 
Williams’ Open-end Wrenches, Adjustable 
Wrenches, Reversible Ratchet Wrenches, or De- 
tachable Socket Wrenches. 


The reason is that Williams have been making 
quality wrenches for more than half a century. 
Their drop forging experience is equalled by no 
other wrench manufacturer in the country. 


3. H. WILLIAMS & CO. 
WRENCHES TOOL HOLDERS LATHE DOGS 


7 


HEADQUARTERS FOR 
“C" CLAMPS PIPE VISES PIPE TONGS 


Williams’ research, design and production facili- 
ties are everything that you would expect of the 
world’s largest producer of wrenches. 

Williams’ “Superior” Wrenches of improved car- 
bon steel, for example, are approximately twice 
as strong as old-fashioned wrenches of this type— 
yet they cost no more. They are, in fact, prac- 
tically as strong, size for size, as the strongest alloy 
steel wrenches costing almost double their price. 
If you are not now handling the Williams’ line, 
get the full facts without delay. 


225 LAFAYETTE ST., NEW YORK 
THUMB NUTS & HOIST HOOKS EYE BOLTS 
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R. C. Duncan Co. Issues 
New Magazine for Customers 


A four-page magazine entitled, 
“Duncan’s Men of Industry” and 
issued by the R. C. Duncan Co., of 
Minneapolis, and St. Paul, Minn. is 
now going out to friends and cus- 
tomers of the firm who rub elbows 
with things mechanical. 

Attractive and informative, new 
ideas and product applications as 
well as news of the Duncan organi- 
zation make up the chief content of 
the issue. 


Distributors and manufacturers lunch together at the Robert Treat in Newark between 
sessions of the zone meeting held on November 9 


E. M. Moore, Vice-President 
Of Barrett Hardware Co., Dies 


Edwin M. Moore, who had been 
associated with the Barret Hardware 
Co., of Joilet, Ill., for 60 years and 
its vice-president for 40 years passed 
away October 16 as a result of a 
heart attack. 

Mr. Moore began work with the 
Barrett_organization at the age of 
17 and with exception of a short 
period was with them until his death. 


Reception at Central States Mill Supply Association meeting, Palmer House in Chicago, 
November 13. In the foreground, left to right: E. Sedlemayer (R. J. Bauer—Milwaukee), 
R. B. Jones (Victor Saw Works), and B. L. Nourie (Positive Lock Washer} 


SLE EEE EL a 
en ee 


White Men Meet 


At.a recent sales meeting of White 
Supply_Co., Waterbury, Conn., C. L. 
Gamsby, sales engineer for Boston 
Gear Works discussed his firm’s 
products. Edward B. Reiley recently 
joined the sales staff of the White 
organization. 


Aloha and goodby! Keith Madill (inde- 
pendent Pneumatic Tool) leaving Hono- 


THE PUBLISHERS AND THE STAFF OF 
Mill Supplies 
EXTEND THE SEASON’S GREETINGS 
TO ALL THEIR FRIENDS AND READERS 
WITH BEST WISHES FOR A 
SUCCESSFUL AND PROSPEROUS NEW YEAR 


A little lady holds ‘em. She's Miss Jean Carol Pfeiffer, daughter of George and grand- 
daughter of Fred—Neill-LaVielle (Louisville) Pfeiffers. With Jean at Louisville Instruct- 
A-Show: Mrs. George Pfeiffer, Floyd Dewey and W. K. McCreery, both of Yale & Towne 


lulu office of W. A. Ramsey & Co. on his 
way to lend Philippine distributors a hand 
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“We've found that switching to Hewitt 


hose and belt has proved a wise and 
profitable move. Our Hewitt dis- 
tributor is always sure of a warm 


welcome here.” 


UR: me Hy SiS hea ach 


i 
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It isn't often that you can get a guy like 
Charlie Allinger (Chas. A. Strelinger Co. 
—Detroit) to have a picture taken. Since 
he has, however, MILL SUPPLIES is proud 
to run it in tribute to the man who made 
the Bermuda cruise a memorable trip. 





Wesley D. Bacon Replaces 
E. Josephson at Belt-Rope 


Announcement has come from 
3elt-Rope Supply Co., Syracuse, 
N. Y., of the appointment of Wesley 
D. Bacon as inside salesman replac- 
ing Edward Josephson. Mr. Bacon is 
a graduate of Colgate University. 
He was formerly connected with 
General Motors Corp. 


Shifts in Lewis Firm; 
Lewis and Frank in Field 


T. W. Lewis, Jr., city salesman 
for three years for Lewis Supply 
Co., Memphis, Tenn., has been trans- 
ferred to the south Arkansas terri- 
tory with headquarters at Pine Bluff. 
George L. Frank, on the city desk 
for a number of years is now calling 
on the firm’s customers in Memphis 
and northern Mississippi. 





Sitting tight while his entire building is 
being moved because of a street widen- 
ing project Carl Johnston, manager mill 
supply dep't of Stambaugh - Thompson 
Co., Youngstown, Ohio, maintains “serv- 
ice by the clock” (Story on page 24) 
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Pratt-Gilbert Hardware Co., Phoenix, Arizona, has inaugurated its own truck service 
between Los Angeles and Phoenix to handle heavier tonnage moving to its stock. That 
White Super-power tractor with Fruehauf trailer standing in front of Pratt-Gilbert office 
can handle articles 40 feet long, or a total payload of 36,000 Ibs. 





Just before the banging of the gavel a few of the 60 distributors attending the South- 
eastern district confab of the Southern Association gathered in the meeting room at the 
Biltmore in Atlanta. Report of meeting appears on page 16 


"Retire? | should say not," says Eli G6. 
Koppes, master wood pattern maker for 
Ohio Injector Co., Wadsworth, Ohio. 
O.1.C. employees feted him on his 8Ist 
birthday which was also his 3ist company 
anniversary. He joined O.1.C. at age of 50 





Looking over the exhibits at the National 
Safety Show as well as taking in the sea 
air at Atlantic City recently were Mr. and 
Mrs. A. Brooke Smith (Smith-Courtney— 
Richmond). He took an active part in 
Hardware Convention held there, too 





New Lines Doing 
Well with Neal Co. 


R. C. Neal Co., Buffalo, N. Y. was 
named distributor on April 1 for 
central and western New York for 
the Union line of abrasive paper 
manufactured by Union Sandpaper 
Division of the Carborundum Co. 
April 15, the Neal company became 
a distributor in the same territory 
for the Van Dorn line of electric 
tools and equipment. Both lines are 
showing fine acceptance by the trade. 

Through an error of Mitt Svup- 
PLIES, announcement was not made 
in an earlier issue. 
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MacPherran Dies; Chief 
Chemist at Allis-Chalmers 


Ralph S. MacPherran, genial chief 
chemist of Allis-Chalmers Mfg. Co. 
for many years and who only re- 
cently retired from active service 
because of a heart ailment, died 
November 13 at Duluth, where he 
had been visiting his brother. Iden- 
tified with the iron and steel indus- 
try for nearly 50 years, he was es- 
pecially noted as an outstanding 
metallurgist in the field of gray iron. 
In 1931 he was selected to receive 
the coveted J. H. Whiting gold 
medal award. 
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“*HE WAS PRETTY SCEPTICAL when I told him that I had a new 
half-inch portable electric drill for $35.00 that had plenty of power 


even for light production drilling.” 





4 “BUT THAT'S NOT THE HALF OF IT! Since 
they got this Thor Drill Champion they 
are fighting to keep it in the shop. Either the 
maintenance man is using it all over the plant 
or the installation crew has sneaked it out! 
Looks like I'll have to sell them a couple more 
to keep peace in the family.” 


ALERT DISTRIBUTORS everywhere are boosting sales 
and profits with the new Thor 4” Drill Champion. That’s 
understandable, because this new tool has exactly what 
buyers want in a light-duty drill — Economy and Per- 
formance at one low cost. For general maintenance, in- 
stallation or light production work there isn’t a low-priced 
tool in the running with it today. It’s typical THOR qual- 
ity through and through. With the introduction of the 
¥%” Drill Champion to the complete Thor line, Thor dis- 
tributors have a still greater opportunity to cash in on the 
growing demand for Thor. You can too! Write today for 
information on the sales possibilities in your territory. 


INDEPENDENT PNEUMATIC TOOL CO. 
CHICAGO, ILLINOIS 


606 W. JACKSON BLVD. - 


Birmingham : Boston : Buffalo 

Chicago : Cleveland : Denver 

Detroit : Los Angeles : Milwaukee 

New York : Philadelphia : Pitts- 

burgh : St. Lowis : Salt Lake City 
San Francisco 

Toronto, Ont. : London, England 








“Behold my genial grin! 


I have had it ever since I sold my 
toughest customer one of Thor’s 
new low-priced %" electric drills!” 
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“*SHOW ME’, HESAID. And I did! 


I put a new Thor %” Drill Cham- 3 tee 
pion on a sheet-metal bolt-hole job and 
it went through that stuff like a hot 
knife through butter . . 
and no stalling!” 


. a clean hole 


” 


it costs so little! 


CAPACITY 
FREE SPEED 


LENGTH OVERALL 


Profit With x hy Pr so et 


SCL 


Drill Champion 


HALF-INCH ELECTRIC DRILL 















“*AT 35 BUCKS IT'S A BUY!’, sayshe 
and ordered one for his shop. 
He likes it because it does the work fast; 
the boys like it because it’s so easy to 
handle . .. and the P. A. likes it because 


: eee rue 
oe tarts of ee ; 


Se 
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LONGER SERVICE 








From NEW £nd-Welded ALtoy SLING CHAINS 





HNOWN AS 
*“ENDWELDUR’ 


@ There is a new kind of sling chain at work on some of the toughest jobs in 
America—the new Endweldur chain which emerged from a vast amount of 
original research. Now service reports are coming in, and they’re almost too 
good to be true... But they all check, and when we say 4 to 1 longer on 
tough service we are being conservative. 


This is typical of American Chain service — far more than the customer expects. 


American Chain development and manufacturing resources provide indus- 
trial and hardware chain for every need. Chain for a Pekinese or a Missouri 
mule—to open a window or hold a battleship at anchor—to prevent motor car 
skids or hoist a 200-ton locomotive into an outbound freighter. 


All “AMERICAN” Chains Improved by Research 


In our chain-making shops and factories no 
method is sacred because it is old; no sugges- 
tion for improving quality is turned down be- 
causeitis new. Wetest and try, experimentand 
analyze, day after day, year after year. As a 
result, we feel safe in offering to submit recom- 


Send for this free booklet: It pictures and describes Endweldur 
registered sling chains. Address the American Chain Division of American 
Chain & Cable Company, Inc., Bridgeport, Conn.... Write us concerning any 
chain problem; our engineers will be glad to offer practical suggestions. 


mendations for any problemsinvolving chain. 
In busy times as much as 400 miles of chain 
per day are produced in our plants. 
Packed in new barrels and boxes, attrac- 
tive cartons and cotton bags, American chains 
are easy to handle, easy to identify. 










AMERICAN CHAIN & CABLE COMPANY, Inc. 



















AMERICAN CHAIN DIVISION + AMERICAN CABLE DIVISION + ANDREW C. CAMPBELL DIVISION + FORD CHAIN BLOCK DIVISION « HAZARD WIRE ROPE 
DIVISION + HIGHLAND IRON AND STEEL DIVISION + MANLEY MANUFACTURING DIVISION + OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AMO WIRE 
DIVISION + READING-PRATT & CADY DIVISION + READING STEEL CASTING DIVISION » WRIGHT MANUFACTURING DIVISION « IN CANADA: DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. + THE PARSONS CHAIN COMPANY, LTD. « Im Business for Your Safety 
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Merry Christmas 


SET es ip: 
So ss 





Howl Their Greetings 


We, The American Saw & Mfg. Co., extend to you, our customers, our Sincere 
Thanks and Appreciation for the many Courtesies shown us this year. 


Our Message for 1940 is—LENOX HACKSAWS in "HIGH SPEED", '"MO- 
SPEED", "TUNGSTEN" and "SUPER-FLEX" on cut for cut, blade for blade 


basis will more than hold their own. 


They will be sold only thru Distributors with full protection for Stocking Dis- 
tributors and full co-operation from us. 
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Meet Harry Miller of the St. Louis Ma- 
chinists Supply Co. Which one? Both 
of ‘em. What relationship? Not a bit. 
Rather unusual, but true. B. Harry Miller 
(left), vice-president and general man- 
ager, who specializes on the automotive 
end, and Harry A. Miller, manager of 
the mill supply department 


Texas Belting & Supply 

Has Organization Changes 
Texas’ Belting & Supply Co., 

Houston, has announced two changes 

in its organization. Glade C. Reed, 

who was formerly connected with 





G. C, REED 


Southwestern Gin & Machine Shops 
at Oklahoma ‘City, Okla., has been 
with Texas Belting & Supply since 
May and is now confining his entire 
time to the industrial trade in 
Houston. 

Another new member of the or- 
ganization is H. R. Michalke, Jr., 
who was associated with the San 
Antonio Machine & Supply Co. for 
more than 20 years. Mr. Michalke 


specializes in transmission equip- 
ment. 
A recent addition to the lines 


stocked and handled is Hewitt Rub- 
ber Corp., full line of mechanical 
rubber goods. 
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GREEN STRAND 
LAY-SET... 


IT SIGNIFIES QUALITY 


Preformed WIRE ROPE 
ano SAFETY... 


@ Yes — LAY-SET Preformed Green Strand 

is a safer rope for your men to handle. 

Broken crown wires don’t wicker out to jab 

workmen’s hands and possibly start blood- 

poisoning. It practically refuses to kink and 

thereby set up a dangerous spot. It spools per- 
fectly and so prevents possible crushing. 


But LAY-SET Preformed is safer for your pocket- 

book, too. It lasts longer and so cuts the cost of 
rope replacement. It works better and so boosts 
your production by reducing the frequency of ma- 
chine shutdowns. LAY-SET Preformed both fills the 
bill and cuts it down. All Hazard wire ropes made of 
Improved Plow Steel are Identified by the Green Strand. 


BUY ACCO QUALITY whether for Hazard Wire Ropes—Ameri- 
can Chains (Weed Tire Chains— Welded or Weldless Chain) 
—Campbell Abrasive Cutting Machines — Page Chain Link 
Fence — Page Welding Wire — Reading- Pratt & Cady Valves— 
Ford Chain Blocks orany other of the 137 ACCO QualityProducts. 


HAZARD WIRE ROPE DIVISION 


ESTABLISHED 1846 
WILKES-BARRE, PENNSYLVANIA 
District Offices: New York ¢ Chicago ¢« Philadelphia e Pittsburgh 
Fort Worth « San Francisco « Denver « Los Angeles « Atlanta « Tacoma 


AIAERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION © READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
)) CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD, © THE PARSONS CHAIN COMPANY, LTD. « In Business for Your Safety 


Re SAS Fa Oe ek LS a 






alii ent ene ——- a lc aT 
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“Our Customers 


Are Standardizing 


on YARWAY Traps. 





Mr. B. S. Barker, Jr., of Pye-Barker 
Supply Co., Atlanta, says: 


"More and more of our customers 
are standardizing on Yarway Traps 
and have told us that whenever 
additional traps are needed — we 
will get the order. Yarway adver- 
tising and sales assistance have 
helped us greatly in building up 
our volume on Yarway Traps.” 


Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 





46 





Heavy plans are afoot in the deep South to give you the best convention ever. Getting 
together recently in Dallas to discuss arrangements for the Triple Mill Supply Conven- 
tion there April 22-24 are Jack B. Dale, Briggs-Weaver Machinery Co., Dallas; John J. 
Welch, editor, MILL SUPPLIES; Wortham Power, Murray Co., Dallas, and Alvin Smith, 
Smith-Courtney Co., Richmond, Va., and secretary of the Southern association 











Essmueller Mill Furnishing Co., Kansas City, Mo., has this display at the Kansas City 
Food Terminal claimed to be the finest of its kind in the world. Essmueller men stand- 
ing in the rear of the exhibit are (left to right): a visitor, J. A. Townsend, salesman, 
B. H. Essmueller, vice-president, D. E. Neibel, salesman and T. O. Daywalt, salesman 


Eastern Hardware Golfers Pa.; C..3. Beale. er ¥ Age, 
a New York City; A. D. Matthai, 
Vo Play of Virginia Beach National Enameling & Stamping 
The sixth annual tournament of Co., Milwaukee, Wis., and R. E. 
the Eastern Hardware Golf Asso-  Doti, Igoe Bros., Brooklyn, N. Y. 
ciation will be held June 6-8 at the al ue i cael 7 
Cavalier Hotel, Virginia Beach, Va. _ RECEPTION —Chairman, Fred 
\t a board meeting of the associa- Scholl, Long Island Hardware Co., 
tion the following committees were Long Island City, N. ait George 
appointed : Earle, North W ayne Tool Co., De- 
troit; E. C. Griswold, Narbeth, Pa.; 
ENTERTAINMENT —Chair- Charles’ Ballinger, Merchantville, 
man, B. B. Wood, Wood Shovel & N. J.; Landers, Frary & Clark, and 
Tool Co., Piqua, Ohio; E. T. Fraim, R. O. Recknagel, Corbin Cabinet, 
II, E. T. Fraim Lock Co., Lancaster, Lock Co., Narbeth, Pa. 
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Come in and See for Yourself / 





F you were to walk through these 
two doorways and inspect the de- 

sign and construction features of each 
home, you would see a marked con- 
trast between building practice in 1889 
and 1939. New methods, new finishes, 
and new equipment have indeed 
wrought amazing improvements in the 
last half-century, yet in most cases, 
the basic materials are still the same. 
Steel pipe, for instance, is today just as 
practical and just as indispensable as 
it was 50 years ago. 

Naturally, steel pipe has itself 
undergone important changes since 
1889. Is it now more uniform, free of 
scale, and more resistant to corrosion. 
But it is still fundamentally the same 
strong, dependable pipe that earned 
the respect of the building profession 
50 years ago. For plumbing and heat- 
ing and general purposes in residential, 
commercial, and industrial buildings, 


TEEL 


is still 


the standard pipe 
after 5 () years 


1889 


steel pipe is still the best all-round in- 


vestment. That’s why there is today 
more steel pipe in building service and 






1939 


more going into service, than all other 
types of pipe combined. 

To give your customers the most 
service per dollar of cost, suggest that 
they specify Nationa Steel Pipe, 
made by the world’s largest manufac- 
turer of tubular products. 

NATIONAL Pipe is used everywhere 
by wide-awake and efficient plumbing 
and heating contractors. 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, Pacific Coast Distributors - 


PITTSBURGH, PA 


ET 


UNITED STATI 


United States Steel Products Company, New York, Export Distributors 
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This Line Means 


BUSINESS 


> Se ee ee 


mr & Et 


“HALLOWELL” STEEL BENCHES 


Pat'd ang Pat's Pend’g. 
9. 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will —_ fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and  pilfer-proof 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 





Fig. 754, Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won't chip or splinter . . . all parts will 
stay rigid . . . wheels and hubs are made 
for easy rolling, and they’re supplied in 
wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes. 





Write for 
LITERATURE 
AND 


DEALERS’ 
PROPOSITION 


BRANCHES 
BOSTON 
DETROIT 











SH OP 


EQUIPMENT 


“HALLOWELL” STEEL STOOLS 


Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 


oo Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL" 
STEEL SHAFT 
COLLARS 
Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 


popularity. 


“PIONEER™ 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with inte- 
ral feet. Mil- 
ions in use the 
world over. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. 


BRANCHES 


CHICAGO 
ST. Louis 


Box 519 


INDIANAPOLIS SAN FRANCISCO 


} 


| 
| 
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NEW LINES 
taken on by 


Distributors 


Bett-Rore Suppty Co., Syracuse, 
N. Y., is now a distributor for the 
Chicago Latrobe Twist Drill 
W orks. 


Cuarves C. Lewis Co., Springfield, 
Mass., is now handling products 
of the Claronex Co., and safety 
equipment of Willson Products, 
Inc. 


. M. Tutt Metat & Suppty Co., 
Atlanta, Ga., ts now tool steel rep- 
resentative for Allegheny Ludlum 
Steel Corp. 


TowNer Harpware Co., Muskegon, 
Mich., is now stocking McGill 
bearings, Ingersoll-Rand compres- 
sors and Walworth pipe fittings. 


Hanp Harpware Co., Elizabeth, 
N. J., has added the belt dressings 
of G. A. Hosmer Co., to its stock. 


J. E. Hasettine & Co., Portland, 
Ore., is now handling the Rich- 
ards-Wilcox line of overway in- 
dustrial conveying equipment. 


Fucus MAcHINERY & Supply Co., 
Omaha, Nebr., ts now a distribu- 
tor of the Ransome line of welding 
tables and positioners. 


Buu Sons Co., Detroit, Mich., has 
added the complete line of Lincoln 
Engineering Co.’s grease guns and 
grease fittings. 


MacHINne Toot & Suppty Co., 
Tulsa, Okla., is now stocking 
leather belting of I. B. Williams & 
Co. 


Ropinson, Cary & Sanps Co., St. 
Paul, Minn., is now a distributor 
for the Delta line of tools for in- 
dustries and railroads in this 
territory. 


MARSHALL EQUIPMENT & SUPPLY 
Co., Tulsa, Okla., has been ap- 
pointed a distributor for the entire 
line of Osborn Mfg. Co.’s brushes 
in the Tulsa territory. 


CHATTANOOGA BELTING & SUPPLY 
Co., Chattanooga, Tenn., is now a 
distributor for the Ahlberg Bear- 
ing Co.’s line of ball bearing pil- 
low blocks, line shaft bearings, etc. 








Presen ting! 





25% Lower in Price 


If your customers have portable sanding machine operations 
in their plants which do not require the extreme strength 
and durability of our Metalite Fibre Combination Discs — 
operations such as sanding soft metals, removing old paint 
coats, cleaning motor armatures, surfacing calender rolls, 
facing rubber and composition pieces and the like — both 


you and they should be tremendously interested in the possi- 


bilities of these brand new Whiz-R-Discs. 


Coated with the same aluminum oxide grain but with a less 
expensive type of backing, Whiz-R-Discs will lower sanding 
and grinding costs on many classes of work and extend port- 
able disc sanding to many new operations. 


Available in 5”, 6’, 7”, 8” and 914” diameters — with 
standard center holes 14” plain or 4%” plain or slotted — 


and supplied in bulk or 25 to a carton (except Grit No. 16 
packed in lots of 10). 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 
TROY, N. Y. and 15 BRANCHES 
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Pratt-Gilbert Observes 
Fortieth Year in Business 


Pratt-Gilbert Hardware Co., 
Phoenix, Arizona, a leading distrib- 
uting organization of the southwest, 
has been observing this year the 
fortieth anniversary of its establish- 
ment. 

From the day in 1899 when Charles 
H. Pratt and Cyril S. Gilbert took 
over a carload of wagons ordered by 
the firm which employed them—but 





C. S$. GILBERT 


never claimed because of the firm’s 
failure—the story of Pratt-Gilbert’s 
progress has been one of solid ad- 
vance with the development of 
Arizona. 

With the purchase of the wagons, 
Messrs. Pratt and Gilbert occupied 
an abode structure on the site of 
what is now a six-story hotel. Tak- 
ing the profits from the sale of those 
wagons, they purchased more wagons 
and then gradually a supply of farm 
implements. Eventually, they took 
over a better location. Every step 
forward was paid for from company 





C. E. GOLLWITZER 


earnings. As general construction 
increased and new industries settled 
in Arizona, distributing connections 
for supplies and equipment were 
established and the business ex- 
panded steadily. In 1930 the com- 
pany occupied its present modern 
home—only a few blocks from the 























THE Thermoid Line 
SHORTEST DISTANCE TO OPERATING ECONOMY 


TRANSMISSION BELTING V BELTS 
; poe Propuction and main- 
tenance men in all types of 
industry know from experience 
that Thermoid Products are 
developed and manufactured 
with a practical engineering 
AIR HOSE knowledge of the job each par- BRAKE LININGS 
ticular product has to perform. z 


Theyknow, too, that Thermoid’s 

rigid adherence to this policy, 

plus the use of only the finest 

raw materials, guarantees a 

product dependability that 
CONVEYOR BELTING leads directly to operating and 
En Ta maintenance economies. 


He 








For operating economy specify 
and use Thermoid Industrial 
Rubber Products. Thermoid 
also welcomes requests for en- 
gineering consultation on indi- 


STEAM HOSE vidual problems at all times. 


* More than half a* 
century of Pro- 
gressive Engineer- 
ing and Product 

Development 
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Ridiculous! 
Yes, of course it is. 


But just the same you'd be surprised to 
know how important it is to have a copy of 
the Barnes Metal Cutting Manual within easy 
reach. Everyone of its thirty-two pages is 
crammed full of usable information dealing 
with the proper selection and correct use 
of hack saw blades and band saws. 


Your present and prospective customers 
could make good use of this Manual. Your 
salesmen could depend upon it as a valuable 
selling aid. 


Let us send you a copy with our compli- 
ments and at the same time point out why it 
would be profitable for you to stock Barnes 
Hack Saw Blades and Band Saws that are 
backed by a service that means something 
more than just a name. 
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business section, yet with ample 
parking space, railroad trackage and 
all the room generally necessary for 
conduct of a supply business, with 
provision for expansion. ; 

During the five year period of re- 
construction ending with 1930, the 
company took a leading place as a 
distributing agency, serving all of 
the inland southwest. Including 
every point in Arizona and lapping 
over into New Mexico and Sonora, 
Mexico. 

In addition to serving the indus- 
tries and mines of its territory, Pratt- 
Gilbert has supplied machinery, 
equipment and supplies for the great- 
est construction projects in the state, 
including Roosevelt Dam, Mormon 
Flats Dam, Horse Mesa Power Dam 
and Coolidge Dam, and many others. 

Sound financing has been consist- 
ently one of the characteristics of 
which Pratt-Gilbert officials are most 
proud. The firm was so solidly es- 
tablished that it showed no weakness 
when readjustment hit the copper, 
cattle and cotton industries of Ari- 
zona following the World War, and, 
though it felt the depression of 1921, 
the character of the business was 
completely changed from that of a 
farm machinery house to that of a 
general distributor of industrial and 
mining equipment and supplies with- 
out refinancing or reorganization 
and without calling for outside aid. 
Today the 30,000 square feet of floor 
space provided at the Pratt-Gilbert 
“plant” is filled with the equipment 
and supplies necessary to serve a 
wide list of customers adequately and 
promptly, and the company’s scope 
of operations is ever-expanding. 

Cyril S. Gilbert, one of the com- 
pany’s founders, is today active in 
direction of Pratt-Gilbert as presi- 
dent and treasurer. One of his sons, 
Stanley Gilbert, is vice-president, 
and another, Frank, is a member of 
the sales organization. P. R. Helm, 
who was the second employee of the 
Pratt-Gilbert firm, was for a long 
time the company’s manager, and 
that post has been filled most suc- 
cessfully for the last several years 
by C. Ed. Gollwitzer, who is also 
secretary of the organization. 


J. R. Stine, Ex-Head of 
Belting Organization Dies 


John R. Stine, who retired in 1933 
as president of the Victor Balata 
and Textile Belting Co., of New 
York died at his home in Brooklyn 
recently after a long illness. He was 
75 years old. 

Mr. Stine was senior trustee of 
the Brevoort Savings Bank in 
Brooklyn, N. Y., a member of the 
Montauk Club, Brooklyn Club and 
North Fork Country Club at Cut- 
chogue, Long Island, N. Y. 
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Jo you, our friends, we extend sincere 
good wishes in the spirit of the approaching 
holidays. May 1940 bring a full measure 
of good health, prosperity and happi- 


ness to you and yours. 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 
PHILADELPHIA, PA. 


MAKERS OF THE CHAIN HOISTS THAT MOST EFFICIENTLY SOLVE INDUSTRY'S LOAD LIFTING PROBLEMS 
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The Stambaugh-Thompson Company has for many years success- 
fully fortified its position as an industrial supply distributor with 
the help of catalogs. Their recent catalog is their fifth Donnelley- 
built edition. 





Start Your Selling Where the 
Needs for Supplies Originate 


Requisitions start from hundreds of places where supplies 
are needed. Yet you cannot afford to have salesmen “on 


deck” wherever—and whenever—such needs arise. 





Catalogs offer the only economical way to have 24 hour a 
day representation in a thousand places at once. And scores 
of distributors are profiting from the low-cost “plant pene- 
tration” of Donnelley-built catalogs. 


R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-Second Street Chicago, Illinois 
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T. H. "Ted" Belling, who was until re- 
cently Chicago district manager for 
Black & Decker Mfg. Co., is now general 
sales manager of Fleming Mfg. Co., 
Providence, R. |. 


Thousands Attend Metal 
Congress Held in Chicago 


The week of October 23-27 was 





crowded with a wide variety of 
events, including technical papers, 
business meetings, committee ses- 


sions and plant visits, all taking 
place in connection with the National 
Metal Congress and Exposition held 
in Chicago. 

The exposition held at the Inter- 
national Amphitheatre, was the chief 
point of interest. Thousands of 
visitors thronged past the 250 ex- 
hibition booths to view the latest 
advances in metal heat-treatment, 
welding, testing, and various kinds 
of metal-working equipment. 











Capen's new chief. 
recently elected president of the Capen 
Belting and Rubber Co., St. Louis, to 
succeed the late Charles T. Jones. Mr. 
Moyle was for 18 years with the Man- 
hattan Rubber Manufacturing Division, 


James W. Moyle, 


whose mechanical rubber goods line 
Capen distributes in the Missouri and 
southern Illinois territories 





Wherever sanding, grinding or metal cleaning is 


done . . . there is a SKILSAW SANDER to fit 
your prospect’s needs, to save him time and 


money over hand methods, to do a better job 
easier. 


You'll find ready buyers in every industry for 
SKILSAW DISC and BELT SANDERS. They’re 
used for grinding raised welds, sanding spot-welds, 
producing a satin-smooth finish on metals, remov- 
ing scale and rust, finishing surfaces of wood, 
metal, marble, tile and compositions—in produc- 
tion and maintenance work. 


Talk up SKILSAW SANDERS and you'll turn 


more prospects into profitable customers. 


SKILSAW, INC., 5033-43 Elston Avenue, Chicago 


36 East 22nd St., New York—182 Main St., Buffalo—52 Brookline 
Ave., Boston 5 S. 21st St., Philadelphia—2124 Main St., Dallas— 
918 Union St., New Orleans—1253 South F s Angeles— 
2065 Webster St., Oakland—29 North Ave., N.V 


v., 
Canadian Branch: 85 Deloraine Avye., Toronto. 


i Se 
A a2 RNESSSS 


. EAS - 
pis¢ SANDERS - GRINDERS BLOW 


e SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTOR: 


SKILSAW DISC SANDERS 


eed designed 
i 8 and smooth power, ‘ 
Engineered for quiet Pp is $ m 


Every sandpaper user im your stom nt, ae 


0 pads—on a concave an convex sU 
’ 
Pp lishing d flat d rfaces 


territory iS a prospect for of metal, wood, stone, marble, tile 


MELA. 
UCL 


-__there’s a type for every 
need. ..a Sale for every prospect: 


SKILSAW BELT SANDERS 


Ilector in @ 

thout vacuum dust co 
pie for sanding and finishing on flat 
and compositions. Easy to 
o any light socket. 


Made with an 
variety of belt — be. 
faces of all metal, w 
monde perfectly balanced, plugs int 

Made in 3 models. 
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W. H. Gebhart, Henry Disston & Sons 

Co., looks questioningly at his audience 

during a talk to distributors and manu- 

facturers at the recent zone meeting 

held in Newark, N. J., while Harry Rine- 

hart, secretary of the National Associa- 
tion, studies his notes 





































THE BELMONT DISTRIBUTOR 
HAS THE PACKING 
FOR EVERY JOB 


That's what we're telling industrial buyers 
every day in the year. 





New Jersey Supply House 
Holds Welding Conference 


A welding conference was held 
by the New Jersey Engineering & 
Supply Co., Passaic, N. J., on the 
afternoons and evenings of October 
24, 25, and 26. With the coopera- 

This month we're doing it with the above } tion of the Marquette Manufacturing 
P , - : | Co., Minneapolis, Minn., demonstra- 
aru anglnatate- ae “ — and Sample page from the new Belmont | tions were given on: making of 
whether pressure is coming from Niagara Catalog which will be off press soon. machineable welds on cast iron, 
Falls or some surging little river, if industry metallic arc brazing of malleable 
wants to keep that pressure harnessed — es — welding Ag 

+ eet : SPECIAL HYDRAULIC PACKING »yronze and copper, carbon arc welild- 
ALL OF IT—the Belmont distributor is the Coil Form Belmont 9 ing, brazing ea soldering, and hard 
man they want to see. Made of best quality line surfacing applications. 





And when they do, make sure to use the os ee ee Many guests came to the clinic 
sales helps that Belmont gives you. The rubber and duck channel. — with Gans & welding 
cenig Clit Cite ot ane a - Supplied in packing problems that were getting them 

9% P —_ space sizes 4“ and down at the moment. In every case 


packing encyclopedia that the whole indus- upward. 
try will talk about—the Belmont folders 
which break down packing selection into 
individual services —the Belmont Sample 
Kit, which puts Belmont quality right into 


complete information and _instruc- 
tion was given to these gentlemen 
on how to solve their problem. 


One on Us 
On page 116 of the November 10, 


the buyer's hand, AND WHICH HE EX- HOLLOW CENTER PACKING 1939 issue, the caption for the W. 
PECTS YOU TO HAVE WHEN YOU CALL. Spiral Form Belmont 319 A. Whitney Mfg. Co. bench punch 
They're all yours—exclusively yours! Made of closely woven read “No. 81 Bench Punch.” The 


rubber frictioned duck, 








. illustration shown in the ad is ac- 
But how much they do for you depends —— a a tually model No. 91. That’s one on 
on how you use them. Let them lie idle— low center offers a point us for which we extend Whitney 
and you'll miss when you might have hit. of least comitenen, com- our apologies. 
But put them to work—and you'll HIT end contraction. Supplied 








when you might have missed! in sizes 14" and vpward. 








BELMONT SUPPORT HELPS DISTRIBUTOR SALES 


THERE’S A BELMONT PACKING OR EVERY SERVICE 


BELMONT 


L. A. Benson Co., Baltimore distributor 

P A Cc K had this attractive booth take first prize 

among local exhibitors at the recent 
Purchasing Agents’ Show of Baltimore 





THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS @ PHILADELPHIA, PA 
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During December more than 3,000,000 people will see this adver- 
tisement. Its force will penetrate the largest cities and smallest 
communities. It will reach your customers and make them con- 
scious of the value of U-S-S Steel Products. 

This, and future advertising, will work for you if you sell one or 
all of the products listed here. Let us hear from you. 





Merchant Bars Cold Rolled Sheets Nails and Spikes 
Cold Finished Steel Bars Copper Steel Sheets 


Wire Rope and Fittings 
Plates Galvanized Sheets 


Structural Shapes Tin Plate Electrical Wires and Cables 


Hot Rolled Sheets Steel Mine Ties Other Steel Products 


US'S STEEL PRODUCTS 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York, Export Distributors 


-UN I'l Ba STAT BS UST EEL. 
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A group of New Englanders talk it over 

at the luncheon table during the one- 

day meeting of distributors and manu- 
facturers in Newark, N. J. 


Show Schedule 


The “Annual Schedule of Shows 
and Exhibits for 1940,” published 
by the Exhibitors Advisory Council 
has been released for general dis- 
tribution. This 34-page booklet con- 
tains complete data on 350 American 
shows. It is available at $5 a copy 
by writing E. A. Phoenix, secretary, 
Exhibitors Advisory Council, 120 
Greenwich St., New York City. 





Staff Increased 


James Wood and R. A. Mercer 
were recently added to the staff of 
Cutter, Wood & Sanderson Co., 
Cambridge, Mass. Both men were 
formerly connected with Dodge- 


Haley Co. 


New Catalog 


Industrial Supply Co., Salt Lake 
City, Utah, expects to have ready 
for distribution about March 15, 
1940, a new 404-page catalog. Wein- 
berg & McKee, Inc., Chicago, is the 
publisher. 


Famous YANKEE ! Stands Shop Abuse 


**Yankee”’ gives tested blades. Each and every blade 


twice tested ! Can’t twist or break; or loosen in han- 
dle. ‘‘Yankee’”’ grip and balance make work easier, 
faster, better. Known for quality, the world over! 
No. 90.—Standard: Fifteen sizes, 114” to 30” blades. 
No. 95.—-Cabinet : Eleven sizes, 21/2” to 151,” blades. 


Looks like Lou Knouse, Stanley Electric 


SELL “YANKEE” AND YOU SELL SATISFACTION Tool Division is either getting ready for 


a great big sneeze or else yelling at the 


“ ” cameraman. His companion is J. H. 
FOR “YANKEE” TOOL BOOK, WRITE DEPT. ML, NORTH BROS. MFG. CO., PHILADELPHIA | Schroeder, Fort Weyne Pipe & Supply 


Co., Fort Wayne, Ind., and they're at 
he Central States Mill Supply Club an- 
NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. | aoa” 
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Ween Lofel i Gout 
---TELL YOUR CUSTOMERS ABOUT 
ALL THE DISSTON BITE-RITE FILES 


Your customers know that knocking 
fins off castings, and smooth finishing 
of brasson lathe work require different 
kinds of files. But they may not know of 
the tremendous variety of files made 
by Disston. Show them how “‘the cor- 
rect file for every filing job” helps 
them. It means more profit to you. 


In practically every standard shape 
for machine shop service, Disston Files 
are made in three different cuts: Smooth 
Cut, the finest; Second Cut, the next fin- 
est; and Bastard, coarse cut. Mill Files 
are also made in these cuts and in 
addition, a‘‘MILL FINE BASTARD CUT.” 

Offer the right file to do a job better, 
faster. Sell Disston Bite-Rite Files 


BITE- 


and you sell these added advantages: 

Teeth staggered like a harrow; cut, 
smooth, level at each stroke. Sturdy, 
sharp tooth design...correct contour 
of cutting tip, proper support at back, 
rugged shoulders between the teeth. 

And the Bite-Rite round, smooth, 
open gullet assures free, clear, clean 
discharge of chips . . . heavy, long, 
curling, like chips from a lathe tool. 

Henry Disston & Sons, Inc., 
Philadelphia, U.S.A. Branches: 
Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, 
Oregon, San Francisco, Vancouver, 
B.C. Canadian Factory: Toronto. 
Australian Factory: Sydney, N.S.W. 


RITE 


CNew LOvsaton —hife 
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May the wealth of 


the spirit of Christmas 
abide with you 


Before we add up the figures of the Old 
Year’s yield, let us reckon the wealth of our 
business friendships which bestow both the 


transient profits, and the enduring. 


For the kindly actions, the encourage- 
ments and the esteem, the treasured loyalties 
of our associates abide with us long after the 


books are closed. 


THE ALLEN MANUFACTURING COMPANY 
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ARTFORD, CONNECTICUT U. 
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A trio of hard pluggers at Terre Haute 

Heavy Hardware Co., Terre Haute, In- 

diana. Left to right—Ed Conkright, 

cashier; Fred E. Nicolai, inside salesman, 

and Joseph G. Terhorst, buyer of mill 
supplies 





Oliver Brothers Issue 
Table of Market Values 


Long recognized as a reliable 
source of price information, Oliver 
Brothers, Inc., New York City, re- 
cently issued its latest edition of 
“Tables of Values of Iron, Steel, 
Wire & Metal Materials.” 

The table compiled by members of 
the organization gives prices on a 
variety of metal materials from 
December, 1897 to July, 1939. Pre- 
vious issues of the chart have 
brought requests from all over the 
world and its usage has brought 
many compliments. 


Beg Your Pardon 


Sincere apologies are offered by 
Mit Suppties to its readers and the 
Link-Belt Co. for an error in its 


E. SG. WENDELL 


November 10th issue. The above pic- 
ture of E. G. Wendell, southwestern 
district manager of Link-Belt was 
incorrectly captioned E. J. Burnell. 





HIGH 
PRODUCTION 


222s. and Keeping Costs Low 







—earning profits 


for distributors 
who supply the 
steady demand for 


BROWN & SHARPE GUTTERS 
---both Stock and Special 


[BS Brown & Sharpe Mfg. Co., Providence, R.!. 


SHARPE 
CIUTTFRS 





The Schrader line is profitable to sell. 


Schrader 


INDUSTRIAL 
PRODUCTS 


A. SCHRADER’S SON Division of Scovill Manufacturing Company, Inc BROOKLYN, ee 


It fills industry's need for a complete 
line of fittings and accessories for 
the handling of compressed air. 











Extra Performance for Users Means 


EXTRA SALES FOR YOU! 





New Atkins Super-Power Blade cutting 3°’ round chrome nickel molybdenum steel 
bars. All previous test records were smashed by wide margins. 
















The same plant, the same technicians, which 14 years ago 
introduced the famous Atkins “Blue Ends” have produced 
a new hack saw sensation—Atkins Super-Power Blades— 
just as revolutionary in performance and in sales appeal in 
1939 as Blue Ends in 1925. 


> You can unqualifiedly offer these 
~ blades to cut longer and straighter 
~ than any other. Teeth are formed to 

take a coiled springlike chip, voided 

easily by the gullet design. Patented 

— 7} set permits a free cut without friction. 
° —m 8 


Stock up now on these blades. Free 
test data will sell them wherever de- 
mands are heavy. 


E. C. ATKINS AND COMPANY 
420 S. Illinois St., Indianapolis, Ind. 


IKI 


SAWS 


ERTIFIED SAWS 






SAW ga 


MACHINE KNIVES 
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New Catalog Off Press for 
Eimira Supply House 


Norman J. Learned, vice-president 
of LeValley, McLeod & Kincaid of 
Elmira, New York, has announced 
that beginning in January they will 
distribute a new 750-page catalog 
that’s just hot off the press. Printed 
by R. R. Donnelly in Chicago, this 
catalog contains information on in- 
dustrial, contractors, gas and oil 
well, and waterworks supplies as well 
as machine tools. A great deal of 
forethought went into the planning 
of this catalog and it should prove 
of invaluable help to LM&K cus- 
tomers. 


Franklin Institute Honors 
Lewis H. Brown, J-M Head 


Franklin Institute of the State of 
Pennsylvania made its first award 
of the Vermilye Medal “in recogni- 
tion of outstanding contribution in 
the field of industrial management 
to Lewis H. Brown, president of 
the Johns-Manville Corp., New 
York City. Presentation was made 
November 14. 


Wonderful Week-end! 


The entire wholesale sales force of 
Towner Hardware Co., Muskegon, 
Mich., recently spent a week-end at 
D. K. Towner’s hunting lodge on the 
Cleveland River. The report was, 
“everybody had a great time.” 


Blancke Active 


E. R. Blancke, Jr., vice-president 
of Hand Hardware Co., Elizabeth, 
N. J., is now active on the office 
staff of the organization. 


Beware of Penalties in 
Social Security Amendment 


Recent amendments to the Social 
Security Act provide that after De- 
cember 31, 1939, a written state- 
ment must be furnished to each 
employee by the employer, giving 
information as to deductions under 
the Old Age Benefit provisions of 
the Law. For willfully failing to 
furnish a statement to each employee, 
there is a civil penalty of not more 
than $5.00 for each penalty. 

The following information must be 
shown on each statement: Name of 
employer, name of employee, period 
covered by statement, total amount 
of wages paid within the period, and 
amount of tax which has been de- 
ducted under the Old Age Benefit 
Provisions. 

This statement must be given to 
each employee on or before the last 
day of the second calendar month 
following period covered. In case 
of employees who leave their employ- 
ment, the statement must be given 
to them on the day of their last 
payment of wages. 
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t O G.T.D. Greenfield distributor needs tising paves the way for his own salesmen 
; ask this question. He knows that and creates the confidence in the product 
the G.T.D. Greenfield line gives maximum that makes it easy to sell. He knows he 
returns for the time, money. and effort can rely on quick delivery of orders from 
1 invested. “Greenfield ’s” six strategically located ware- 


houses. Finally, he knows that the G.T.D. 





h He knows, from actual experience, that ae : ; 
" RPeheste Greenfield distributor policy allows him a 
~ accuracy and reliability of product assure ' 
if ‘ ; saa generous profit margin on every sale. 
- an ever-increasing demand for “Green- ; 
7 field” small tools. He knows that G.T.D. —That’s what’s “in it for you” if you handle 
Greenfield’s consistent consumer adver- the G.T.D. Greenfield line. 
ye 
of 
. GREENFIELD TAP & DIE CORPORATION 
1d GREENFIELD, MASSACHUSETTS 
c- Detroit Plant: 2102 West Fort St. 
it Warehouses in New York, Chicago, Los Angeles and San Francisco 
, In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 
oO 
st 
th 
se 
-_ 
en 
st 
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PLANOGRAPHED 


CATALOGS 


Are Selling tor These Distributors 





Distributors’ 
salesmen. 


catalogs are 


They are being consulted 
every day. 

Is your catalog up-to-date? 
Is it being used? 


A planographed catalog 
with HIGH SPEED prices in 
RED is modern and will 
sell more merchandise for 
you. 


For Details Write To: 


WEINBERG & Mchtk 


INCORPORATED 
HOW Van Buren St., CHICAGO ULL. 











Mid-Year Meetings 
Keynote Better Selling 


(Continued from page 18) 








(Manager of MILL SUPPLIES). 


Luncheon, for distributors only, 
was lightened by an interesting talk 
by John C. Pritzlaff (John Pritzlaff 
Hardware—Milwaukee). Caught in 
Europe with his wife and three chil- 
dren, at the outbreak of war, Mr. 
Pritzlaff gave an account of their ex- 
periences in getting back home. 

Following the luncheon an open 
| forum was held for distributors only. 
| H. F. St. George (Shadbolt & Boyd 
| —Milwaukee) took the lead in a 
discussion on changing markets. 
| W.E. Price (Knapp Supply—Mun- 
|  cie, Ind.) led the discussion on profit 
| margins, while Oscar Iber (O. Iber 

—Chicago) “opened ’em up” on “the 
| give and get of cooperation and com- 
| petition”. The opinion was ex- 
pressed that distributors should be 
| getting twice as much business as 
they are, and ways and means of ob- 
taining it received considerable at- 


tention. 
D. W. Northup (Henry G. 
Thompson & Son—New Haven), 


president of the American Associa- 
tion was the principal speaker at the 
banquet in the evening. 

Following Mr. Northup’s address, 
W. C. Teare (Sterling Products— 
Chicago), on behalf of the associa- 
tion, presented Carl Channon, retir- 
ing president of Central States, with 
an oil painting of a sailing ship 
under full canvas. 


| ATLANTA 


Asout 60 distributors from the 
Southeastern territory attended the 
district meeting on Friday, Novem- 
ber 17, at the Biltmore Hotel. The 
morning session was a closed meet- 
ing for distributors and was pre- 
sided over by Ed. Stauss (vice-presi- 
dent, Oliver H. Van Horn Co., Inc., 
New Orleans—president of Southern 
Supply & Machinery Distributors 
Assn.). In the afternoon at a joint 
session for distributors and manufac- 
turers, Dan Northup (president, 
Henry G. Thompson & Sons Co., 
New Haven—president of American 
\ssn.) took the gavel. This was a 
tribute to the first president of the 
| American Association who ever at- 





tended a Southern district meeting. 
By far the leading discussion of 
the day revolved around the question 
| of “Importance of Raising the Per- 
centage of Gross Margin on Sales 
to Offset Ever-Rising Overhead 
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Costs”. 
from the 


Among those commenting 

floor were: Bob Page 
(Henry Walke—Norfolk), Rufus 
Barkley (Cameron & Barkley— 
Charleston), J. B. Rice (Hyman 
Supply—Wilmington, N. C.), Jim 
Bates (Moore-Handley Hardware— 
Birmingham) I. W. Tull (J. M. Tull 
Metal & Supply—Atlanta), Fred N. 
Hall (Montgomery & Crawford— 
Spartanburg, S. C.), W. J. Anderson 
(Chattanooga Belting & Supply— 
Chattanooga), S. D. Fortson (S. D. 
Fortson—Augusta, Ga.), President 
Stauss and C. L. Nickles (Tennessee 
Mill & Mine—Knoxville). 

Distributors were frank to accept 
much of the blame for their troubles 
in that they felt it unfair to ask 
manufacturer for more margin while 
they indulge in cutting their present 
margin. It was urged that efforts 
to learn the costs of handling lines 
be continued. 

An overwhelming “yes” was the 
opinion of distributors on the ques- 
tion of whether to take buying profits 
on market ahead since losses must be 
absorbed when decline comes. 

Alvin Smith (Smith-Courtney— 
Richmond) reported on the Wash- 
ington picture which led into a gen- 
eral discussion of problems to be met 
under Wage-Hour law. 

Various problems that exist in the 
manufacturer-distributor relationship 
were brought up, with manufactur- 
ers giving their side of it. But again 
the distributors were willing to 
assume more than half the blame 
for the existence of these problems. 

John Welch of Mitt Suppries 
topped off the meeting with a pre- 
sentation (with slides) of a Survey 
of Industrial Buying. 


NEW ORLEANS 


Mempers of the Southwestern dis- 
trict of the Southern Association, 
about 60 strong, gathered at the 
Hotel Roosevelt on November 21 
for a one-day session. Ed. Stauss 
(Oliver H. Van Horn), president of 
the Southern Association, presided 
at the morning meeting while D. W. 
Northup (Henry Thompson & Son), 
president of the American Associa- 
tion, took the chair in the afternoon. 

Joe Dilworth (J. E. Dilworth) 
led off the morning session by noting 
that among the many things which 
raise costs are small orders. These 
require special efforts in order to 
get proper profit to cover cost of 
handling, he said. John L. Pitts 
(Brown-Roberts) added that it re- 
quires a great deal of watching and 
culling of orders as they come over 
the desk in order to keep gross profits 
from falling too low. He felt that 
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BENEATH NEARLY EVERY SMOKESTACK 


DRILLING, REAMING, MILLING AND 
THREADING ARE MAJOR OPERATIONS.... 
THE QUALITY OF THE TOOL AT THE 
WORKHEAD CONTROLS PRODUCTION 
SPEED AND PRODUCTION COSTS. 


a 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE STREET = = - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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-and you can 
sell more IMPERIAL 
tube working tools 


HE rapid increase in the use of tubing... . 

copper, aluminum, steel, Shelby, Bundy, 
Bundy Weld, Everdur or Monel . . . has brought 
about an insistent demand for better tube 
couplings and better connection practice. 


Imperial has come through on both counts. 
In the wide variety of Imperial fittings you 
can give your customer exactly what is 
needed for the tubing connection job .. . Hi- 
Duty, compression, S.A.E. flare, inverted flare 
and solder fittings: And you can give him ex- 
actly the right kind of tube working tools for 
cutting, flaring, bending, coiling, pinch-off and 
swedging that will turn out a tight job without 
injuring the tubing. 

Are you cashing in on this rapidly growing 
use of tubing? There is a good profit in the 
fittings and a good profit in the tools. A great 
many supply men have built a nice volume 
on these Imperial items. Why not check up 
the possibilities of increasing your sales. 


THE IMPERIAL BRASS MFG. CO. 
$11 S. Racine Avenue, Chicago, Ill. 
@ You will be interested in two 


new Imperial booklets “Useful In. 
formation on Brass Fittings’’ and 





















“Don't Struggle with Tubing 
Work.” These booklets 
will bring you up to 


date on the present 
practice in tubing work 
and these booklets will 
also be imprinted for 
you if you decide to go 
after the business more 
intensively in your ter- 
ritory. 


Write for 
your copies 


IMPERIAL Zising, 


Fittings and Serwice Tools 
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distributors should take a firm stand 
to see that profits are maintained. 
Other members who commented on 
this subject were: Mr. Lewis (Hol- 
lis & Co.), H. F. 
bian Vise), H. 
(Turner Supply). 

Jack Dale (Briggs-Weaver) gave 
a clear-cut talk on the question of 
whether or not distributors should 
take buying profits on the market 
ahead. During the discussion of this 
point, Mr. Marx (Southern Hard- 
ware) brought up the “No Man’s 
Land” problem. -He said that groups 
in certain cities get together but 
when it comes to the rest of the state 
they say, “to hell with everyting and 
go after business at any price.” W. 
5S. Simpson (C. T. Patterson) felt 
that a little more personal contact 
with distributors in other points and 
a discounting of the salesmen’s bear 


Seymour (Colum- 


M. 


Schramm 


stories would help to iron out these 
problems. Alvin) Smith (Smith- 
Courtney) concluded the discussion 
by declaring that, “We must be 
merchandisers rather than jobbers.” 

Phil ( Pidgeon-Thomas 
Iron Co.) sent a letter to the meet- 
ing (a similar one was read at the 
\tlanta confab) pointing out that 
recent revisions regarding extras on 
iron and steel tend to reduce distri- 
butors profits. He urged the asso- 
what can be done to 


Pidgeon 


ciation to see 
change this. 

Most of the afternoon session was 
devoted to: a presentation of the 
duties, capabilities and work of the 
manufacturers’ distributor relations 
committees Dan Northup and 
H. F. The presentation 
on “A Survey of Industrial Buying” 
was given by John Welch of Mitt 
SUPPLIES, 


by 
Seymour. 








The ABC's of Steel 


(Continued from page 27) 








nace. On the opposite side of the 
furnace is a tap hole, plugged with 
refractory material, which is opened 
when a heat has been refined and 
is ready for tapping. 

Natural gas, producer gas, mix- 
tures of coke oven and blast furnace 
gas, oil, tar, or pitch, or combina- 
tions of these fuels furnish the 
heat. The fuel is mixed with hot 
air in burners located at each end 
of the ‘urnace; these operate al- 
ternately and the flames sweep 
down and across the open bath and 
out at the opposite end, 

As in the blast 


It 1S 


furnace, 
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necessary to pre-heat the air before 
it enters the burners. This is done 
in the two checker work chambers 
under the furnace. The hot fur- 
nace gases and the cold air to the 
furnace are passed through these 
alternately, at about 15 minute in- 
tervals. The hot gases first heat 
the brickwork, and then the bricks 
give up their heat to the cold air. 

The basic open hearth furnace 
which is most widely used is first 
charged with cold scrap, compris- 
ing about half of the metallic 
charge, Limestone, about 10% of 
the weight of the metallic charge, 
is added prior to the scrap, to build 
up a slag. After the scrap has 
melted down pig iron is added, 
usually in molten form. If cold 
pig iron is used it is added as soon 
as the scrap has melted down suf- 
ficiently to provide space. 


Experience and Equipment 


There are two phases of the 
operation—first, the melting-down 


period, and next the refining 
period. During the latter the 


operator must exercise good judg- 
ment, which is gained by long ex- 
perience and assisted by the latest 
metallurgical and scientific appa- 
ratus and devices. 

The hearth per- 
mits closer metallurgical manipula- 
tion and control than is possible in 
the process. 
samples are taken for chemical 
analysis and other tests while the 
heat is in the furnace, and ex- 
tensive use of instruments and 
scientific apparatus permits careful 
regulation of temperature, furnace 
atmosphere and other conditions. 

The process usually requires 
about 12 hours. When the steel 
is properly refined and has reached 
the desired analysis, the furnace is 
ready to tap. The tap hole at the 
rear of the furnace is opened and 
the content is drained into a large 
refractory lined steel ladle, of suf- 
ficient capacity to hold the entire 
heat. The slag flows out last and 
spills over the filled ladle into an 
adjacent pot. 


open process 


bessemer Frequent 


Electric Furnace Steel 
Special steels, particularly high 
alloy steels, stainless steels, and 
tool steels are frequently made in 
the electric furnace. These steels 
have restricted, but nevertheless 
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is a profitable line 





for supply houses 
to handle 


i 








db ie 


Standard Bronze outs Check Iron Body Globe a R Gate 
Gate Valve Valve Valve 








150-Pound Bronze 
Globe Valve 





Standard Iron Body 
Wedge Gate Valve 


OR well over a half a century Kennedy Products have been serving industrial 
plants, and throughout that time it has been the Kennedy policy to sell to this 
field through the supply house. 


KENNEDY 
Fittings. too 

Kennedy Valves and Pipe Fittings are honestly built to give long, faithful serv- 
ice, and distributed through large, well-equipped warchouses located close to the 


principal industrial centers, and are priced to sell at a satisfactory profit to the 
supply house. 





At every step in the manufacture of each Kennedy Product a corps of expert- 
enced and competent inspectors keep careful watch to make sure that the materi: il 
Conttite teas of Wash end and workmanship are perfect in every respect. 
galvanized malleable iron 
screwed fittings, brass or 
bronzed screwed fittings 
and standard cast-iron 
flanged fittings and flanges 
are also included among 
the large list of Kennedy 
Products an additional 
advantage of standardizing 
on Kennedy. 


Machinists and pipe fitters find that Kennedy Valves and Fittings go on the 
pipe easily, make up tight joints with minimum time and labor, and are thoroughly 
leak-proof on test. 


Operating engineers find that Kennedy Products can be depended upon to 
operate properly and give long service without maintenance expense. 


These are some of the reasons why supply houses find Kennedy Products a 
highly profitable line to handle. It will pay you, too, to standardize on them. 


Send for the Kennedy Catalog 


The Kennedy Valve Mfg. Co, Elmira, N. Y. 


Branches and Warehouses in Principal Cities 


KENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 


MILL SUPPLIES © DECEMBER 10. 1939 67 





— 
— 
= 
—_ 
= 
— 
a 
= 
= 
— 
= 
— 
= 
= 
— 
= 
= 
= 
_— 
— 
— 
= 
= 
— 
— 
= 
— 
= 
— 
= 
— 
= 
— 
= 
— 
— 
= 
= 
— 
= 
= 
= 
= 
— 
= 
= 
_— 
— 
— 














THE ONLY COMPLETE LINE 
OF DRESSERS AND CUTTERS 


Whether you require a ball bearing equipped 
dresser for a large snagging wheel or a dia- 
mond tool for a tool room wheel you can 
promptly secure it from our complete stock. 


It will pay you to make us headquarters for 
all of your dresser and cutter requirements 
as you and your customers are guaranteed 
complete satisfaction. Write for catalog and 
No. 0 CUTTERS prices to-day. 








DESMOND HEAVY DUTY DRESSER DESMOND HEX DRESSER 


fi en 


DESMOND DIAMO-CARBO DRESSER 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 























“QUIK-LIFT’S” 
AMAZING EFFICIENCY 
means DOLLARS to you! 


The new Coffing “Quik-Lift’ Electric Hoist is 
truly a “buy” for the industrial user, for it pos- 
sesses features that make it instantly appealing to 
careful buyers. 





Sturdy and compact yet light in weight, it is ex- 
tremely simple in operation—and as surefooted and 
delicate in touch as a cat in its handling of loads. 
Low head room — powerful heavy duty motor — 
equipped with lubri-seal ball bearings. 





The new “Quik-Lift” gives dependable, economical 
service—incorporates a maximum amount of ef- 
ficiency, speed, power and durability. Illustration 
shows Model J—available with hook or trolley sus- 
pension, pendant rope control. 


Coffing Distributors make money. How about you? 


COFFING HOIST COMPANY 





DANVILLE ILLINOIS 
COFFING “osicn HOISTS 
RATCHET LEVER . . . . SPUR GEAR . . . . ELECTRIC 


LOAD BINDERS . . . . TROLLEYS . . . . DIFFERENTIALS 
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expanding use in industry. Two 
types of electric furnaces are used 
in steel making, the are type and 
the induction type. 

Are furnaces are all of the tilting 
type. If desired, it is, therefore, 
possible to build up one slag, pour 
it off, and then make a new slag. 
For this reason, and because it is 
possible to operate with a neutral 
atmosphere, the electric furnace 
lends itself to close metallurgical 
control. Arc furnaces vary in size 
from a few hundred pounds up to 50 
tons. The furnace proper is round 
or elliptical, and the current is led 
to the bath through carbon or 
graphite electrodes which pass 
through the roof. Electric arcs 
between the electrodes and_ the 
metal bath furnish the heat. 

No electrodes are required in the 
induction furnace where, as the 
name implies, the heating current 
is induced in the metallic charge 
itself. This furnace is generally 
used for making high alloy steels. 
Due to the action of the induced 
current, the metal bath is in con- 
stant circulation, and the swirling 
motion assists greatly in removing 
undesirable non-metallic particles 
which would appear as inclusions 
in the finished steel. Induction 
furnaces vary in capacity from a 
few pounds up to five tons or more. 


Pouring the Ingots 


After the steel made by any of 
the above processes has been 
tapped from the furnace, the ladle 
is carried by crane to the pouring 
platform where a row of ingot 
moulds, usually mounted on cars, 
are ready to be filled. The ladle 
is equipped with a nozzle of refrac- 
tory material on the bottom which 
is closed with a stopper controlled 
by lever. When the metal in the 
ladle has cooled to the proper tem- 
perature the ladle is placed over a 
mould and the stopper is opened. 
This releases the steel which flows 
into the mould. When one mould 
is filled the nozzle is closed and 
the ladle is moved over the next 
mould where the operation is re- 
peated, and so on until the ladle is 
empty. 

Ingot moulds are of such size 
and shape that the steel will be 
suitable for the subsequent me- 
chanical hot. working. They are 
generally made of cast iron and are 
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BELTING 


CONVEYOR 
ELEVATOR 
FARM 
TRANSMISSION 


GASKETS 


ASBESTOS 

CLOTH INSERTED 
FIBER 

HANDHOLE 
MANHOLE 
TUBULAR 


HOSE 


ACETYLENE 

ACID 

AIR DRILL 

AUTO HEATER 
BCILER WASHOUT 
BREWERS 
CHEMICAL 
CREAMERY 

CURB AIR 
DREDGING SLEEVES 
EXTINGUISHER 
FIRE 

FUEL OIL 
GARDEN 
GASOLINE 

HOT WATER 
MILL 

OIL 














PACKINGS- 


ROD 


ASBESTOS 
FLAX 
METALLIC 
RUBBER 

HIGH PRESSURE 
LOW PRESSURE 
HYDRAULIC 
AIR 

STEAM 

WATER 

OIL 

ACID 


PACKINGS- 
SHEET 


ASBESTOS 

FIBER 

RUBBER 

WIRE INSERTION 
CLOTH INSERTION 
BLACK 

RED 

CHUTE LINING 
DIAPHRAGM 
HIGH PRESSURE 
LOW PRESSURE 


QUAKER ... the complete line 
for the Distributor 


HOSE 
(continued) 


OXYGEN 
PAINT SPRAY 
PILE DRIVER 
PNEUMATIC TOOL 
RADIATOR 
ROAD CON- 
TRACTORS 
SAND BLAST 
SPRAY 
STEAM 
STEAM IRON 
SUCTION 
TANK WAGON 
VACUUM 
VINEGAR 
WATER 
WELDING 


MATTING 


CORRUGATED 
NU-CORR 


MATS 


BATH 
DESK 
DOOR 
SINK 


rc 





WEN you attend a football 
game, you don’t like to 
leave before it is finished . . . it 
is annoying to miss a quarter or 
part of a quarter . . . you want 
to witness the entire, the com- 
plete game. 

And your customers look to 
you, their distributor, to fill their 
entire orders for rubber goods 
. . . not just this or that item... 
but ALL their requirements. This 
is possible with the Quaker line. 

Fifty-four years of manufactur- 
ing quality mechanical rubber 


products . . . modern equipped 
factory ... alert, executives, keen 
to present day requirements and 


a COMPLETE line... a real 


proposition for any distributor. 


“ x “ 


DISTRIBUTORS... Valu- 
able territory protection. 
Fair dealings. Generous 
sales aids. Quality products, 
easy-to-sell merchandise. 
Get in touch with Quaker. 
Your territory may be 
available, 


MOULDED 
ARTICLES 


BAND SAW BANDS 

DIAPHRAGMS 

DISCS 

QUOITS 

RUBBER COVERED 
ROLLS 

SANDER RUBBERS 

SCOURING RINGS 


WINDSHIELD 
RUBBER 


TUBING 


EXTINGUISHER 
GAS 

PURE GUM 
MOULDED 


PUMP 
VALVES 


HARD 
SOFT 
MEDIUM 
AIR 

OIL 
WATER 
BRINE 
SYRUP 


ER CITY RUBBER COMPANY 


PHILADELPHIA . NEW YORK - CHICAGO - HOUSTON - SAN FRANCISCO 
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malleable ir 


Chicago Rawhide Hammers have well balanced one-piece 
inserted faces 


on heads and replaceable 





securely seated and backed-up which cannot loosen, even 
under the severest service. These tough, durable rawhide 


faces have a resiliency that absorbs shock and prevents 


breaking . . 
work done. 


splinter or split, crumble or “smear”. 


in six sizes a 
weights. 


nd weights. 


marring, battering and 
. A non-bouncing resiliency with a satisfying “carry through" that gets 
Tool users prefer Chicago Rawhide Hammers because they cannot 


They are accurate, safe striking tools made 
Also Mallets with all rawhide heads in twelve sizes and 


There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 


Mallets for assembly and production operations, maintenance work, die work, etc. 


Remember 


each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 






Bw 


ICAGD RAWALAE MFG.CO. 


1290 ELSTON AVE - CHICAGO -U-5-A- 














Exclusive new features mean easier 
sales. Distributors everywhere have 
increased their business with the 
Improved Vincent-Huntington Grind- 
ing Wheel Dressers and Cutters. The 
new type bushings and properly 
milled uniformly heat treated cutters 
assure users definite money savings. 
When you can offer your customers 
these benefits at no increase in price 
your own sales 
assured. 


and profits are 


Useful catalog sheets available with 
complete data as to sizes and types. 





“If it's a Huntington Dresser or 
Cutter 


VINCENT MAKES IT” 
TEE ORS eA 





2434 BELLEVUE AVE. 


LONGER LIFE—GREATER EFFICIENCY 
AT NO INCREASE IN PRICE WITH 


VINCENT-HUNTINGTON 
IMPROVED 


Grinding Wheel Dressers and Cutters 


og 


New Type Hardened Steel Bush- 
ings are a new design to elimin- 
ate turning and wearing out the 
bushing holes in the dresser. Pin 
revolves freely in bushing and 
cutters revolve in pin, insuring 
constant changing of relativity of 
cutters to each other which makes 
for better dressing and truing. 








Non-Burring Cutters all full size 


with (8 TEETH. Milled from 
high carbon steel, scientifically 
heat treated by the ‘‘Vincent 


Process’ to a wniform hardness 
insuring long life. Vincent Cutters 
cannot burr mesh even if 
washers are left out. 


THE VINCENT STEEL PROCESS CO. 


DETROIT. MICH. 








70 


MILL SUPPLIES @© DECEMBER 10, 1939 


always of symmetrical shape with 
a slight taper. This taper makes 
it possible to lift or strip, the ingot, 
as the steel is called in this form, 
out of the mould, or to lift the mould 
away from the ingot, depending 
upon the type of mould used. For 
tool steels, alloy steels, and many 
types of carbon steels, a “hot top” 
of refractory material is usually 
placed on top of the ingot mould. 
This provides a reservoir of molten 
metal which fills the shrinkage 
cavities which otherwise might 
form within the body of the ingot. 

If the steel is used in a foundry 
it is teemed from the ladle into pre- 
pared moulds formed in sand. Steel 
castings are made to the desired 
shape and require no hot mechani- 
cal working. 








Snapping Up Service 


(Continued from page 28) 








freight elevator, spiral chute and 
hand trucks are fast aids to filling 
and shipping customers’ orders. 
Packaged goods are sent to the 
niain floor by means of the chute. 
Loose items stored on the upper 











Sales Manager J. C. Gilliam along- 
side the conveyor which moves nails 
and roofing material from freight 
cars to second floor of sub-warehouse 
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Let a Wickwire Spencer Rope expert figure out 
your rope cost on a per-unit-of-service basis. 
Then compare the actual costs of the rope you 
are now using with similar costs of other 
recognized brands. Wickwire welcomes such 
a comparison. Rope quality has improved and 
more is now known of proper selection and 
care of rope in use. These factors should make 
your rope dollar go further. Wickwire Ropes, 
both Regular Lay and Wisscolay Preformed, 
are establishing new ‘“‘lows” the country over 
by virtue of longer service life. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Ave., New York City; Sales Offices and Warehouses: Worcester, New York, Chicago, Buffalo, 


San Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, Texas, Seattle. Export Sales Dept.: New York City 
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floors are assembled in hand trucks 
and the trucks sent down to the 
shipping floor on the freight ele- 
vator. This elevator is also used 
to lift incoming shipments to the 
upper floors for storage. 

As a further aid to quick serv- 
ice, James Supply has assembled 
in bins directly behind the service 
counter stocks of 90 per cent of 
the items that are picked up there. 
When a considerable number of 
items have been removed from one 
of these bins, a counter man turns 
| the bin tag so that the red side 
faces the aisle. This is a signal to 
| a stock man to check the bin for 
| replenishment. The James Supply 
| Company also maintains a perpet- 
| ual inventory stock control system. 











Drive Slow—Reduce Speed 


(Continued from page 23) 


Rud we a | cal plane. In right-angle drives, 


| the high-speed reduction is usu- 
PER YEAR! | ally a sptatbevel gear. Many 


horizontal, parallel-shaft units have 
Repeat business on sanding dises 











extensions so that power unit or 
load can be connected to either 
piles dimes into dollars in a hurry! side of the gear, thus giving maxi- 
mum application flexibility. 

The last ten years have brought 
| tremendous advances in motor- 
| ized gear speéd-reducers, now gen- 
| erally called motoreducers or gear- 
| 





And scores of distributors have found 
the easy way to “repeats” in Jewel 
Heavy Duty Sanding Dises. You 
owe it to yourself to consider these motors, which combine motor and 
speed reducer in a unit. For 
First, better dises at a lower price | single reductions the motor sup- 

= , ports the gear, for double and 
triple reductions the gear case sup- 
tougher backing ... specially devel- =| ports the motor. Straight-through 
or offset-shaft arrangements may 
be had, some of the offset-shaft 


reasons why: 
— sharper grits on a newly developed, | 


oped for the one job of metal finish- 


ing. Second, powerful advertising arrangements having an output 

support. Third, a Free Trial Offer shaft which can be set in any one 
Mag of four positions spaced 90 deg. 

that really brings them in! Prospects apart. 

can try up to half a box without Driving elements of these units 


are usually standard 1,750-r.p.m. 
motors. Single-speed units are 
standard in sizes to 75 hp. with 
tive AP franchise today! Abrasive output shafts speeds of almost any 
value and either horizontal or 
vertical arrangement. They com- 
bine a high-speed, high-efficiency 


Products, Inc., South Braintree, Mass. 
high-power-factor motor and a 
high-efficiency gear in minimum 


ABRASIVE space. For example, a 10-hp. 


a caer we apy gearmotor is only 1 in. longer than 
seletdeme : sie eockse a 10-hp., 1,750-r.p.m. motor alone. 
For a speed ratio of 3:1 the gear- 


motor is only 27 in. long and 
weighs 365 Ib., while a 570-r.p.m. 
motor for direct connection is 33 


| in. long and weighs 560 Ib., 6 in. 
Inc. | longer and more than half again 


obligation. 


Send for full information on attrac- 
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as heavy as the gearmotor. With 
a gearmotor, almost any output 
speed can be obtained, while with 
direct-connected motors, only a 
few fixed speeds are available, 
such as 1,750, 1,160, 860 and 690 
r.p.m. If ratio is 2:1 or more, the 
gearmotor usually costs less and 
has smaller dimensions than a di- 
rect-connected motor for the same 
output speed. 

Keep in mind the method of rat- 
ing gear speed reducers when you 
select them. Many gears are rated 
according to the American Gear 
Manufacturers’ Assn. formula, 
others provide for operation under 
100 per cent momentary and 25 
per cent continuous overload, still 
others use service factors of 1 to 
2 (depending on kind of load) on 
motor horsepower to get gear ca- 
pacity. As with other types of 
transmission units, data books and 
engineering service are available. 


Variable Speed Transmissions 


Many times, speed adjustment 
is necessary in a drive, for ex- 
ample on pumps, fans, stokers, 
pulverized-coal feeders, conveyors, 
paper machines, textile machinery, 
cement kilns, —rubber-calender 
trains, brick machines, and so on. 
How can this be obtained most 
economically ? 

Where direct current is avail- 
able, an adjustable-speed motor 
often will meet all requirements. 
In small applications requiring 
wide speed ranges, a constant- 
speed motor with some form 
of variable-speed transmission is 
more economical. Synchronous 
and induction motors are essenti- 
ally constant-speed machines, so 
where a.c. only is available, a sim- 
ple constant-speed induction motor 
with a multi-speed or variable- 
speed transmission will take care 
of most small- and medium-power 
applications most economically. 
This is becoming even more true 
as transmission units become more 
highly developed. 

Several variable-speed transmis- 
sions, either mechanical or hy- 
draulic types, give an_ infinite 
number of speeds between set 
maximum and minimum values. 
Mechanical types use such devices 
as sliding friction disks, flat belts 
on two opposed parallel-cone 
pulleys. V-belts on adjustable-V 
pulleys planetary conical-shaped 
rollers, tilting disks driving vari- 
able-throw eccentrics or other 
mechanical movements such as 
sliding links and gears, and multi- 
speed gear units giving two or 
more speeds through a gear shift. 
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} Compact units of the latter type 


; Miawres combine a high-speed squirrel-cage 
oe Get More motor and a gear unit to give 

Unven sat Veet ee tame four speeds. 
Hydraulic types combine a vari- 
V-Pulley Sales o_o | able-displacement pump and a con- 
| stant-displacement or variable-dis- 
placement fluid motor. These are 
of the positive type and will give 
a constant output speed for a given 
control setting irrespective of how 


| the load changes, so long as input 
speed is maintained constant. 
Hydraulic couplings, used partic- 


ularly for loads such as fans and 
D { Ss p L AY g oO A a D pumps, have no mechanical con- 
nection between input and output 
elements. The driving end of the 
coupling acts as a pump to deliver 
fluid to the driven end, which in 
turn performs as a waterwheel to 
drive the output shaft. The driv- 
ing fluid, oil, is circulated continu- 
ously through the coupling, output 
speed being regulated by control 
of oil flow. Efficiency of a hy- 
draulic coupling decreases directly 
as the slip. On fans and pumps, 
the power saving when operating 
at reduced speeds greatly out- 


use this 














Attract new customers with this display board—place it 
on your counter or in your window where pulleys can 
be seen and examined. Furnished with an assortment 
of best selling sizes and in either A or B section pulleys. 
They sell readily on sight! 


The tremendous demand for Maurey Steel V-Pulleys has 
made them very profitable for distributors. This con- 
sumer preference is due to their greater strength be- 
cause of a special welded construction of heavy steel 
sections with sturdy rolled edges. Smooth and true 
running assured by solid steel or malleable iron hubs. 
Finished in aluminum lacquer—neatly boxed in strong 
cartons. 





Cast Iron Spoke Pulley 


Sell the Maurey line. Complete, popular, and profitable. It is well worth your weighs anv loss that mav be 
investigation. Write— S ‘ , 


caused in efficiency. 
MAUREY MANUFACTURING CORP. Other Factors Count 
2907-15 S. WABASH AVENUE CHICAGO, ILLINOIS Don't judge variable-speed 


transmissions by efficiency alone. 
Take into account also such fact- 


ors as first cost, operating cost, 

A Forward March on the Road speed-range control, and adapta- 
— bility of the unit to its job. Don't 

to Profits with overlook the fact that adjustable- 


speed motor efficiency decreases as 


its speed goes down, for example 
efficiency of a wound-rotor motor 
decreases almost directly with 
speed when driving a constant- 
torque load. If you buy power, 


the lower power factor of certain 
types of a.c. motors operating at 
SELF-LOCKING reduced speed may seriously in- 
crease your power costs. 


HOLLOW SET SCREWS Control for variable-speed trans- 


missions may be manual, remote 


Fig. 1615 with the Knurled Points or automatic. Speed, adjustable 


sicieiidibes tic | over the full range in an infinite 













The sales curve for “Unbrako” Self- 
















Knurled point on the Lockers continues to reach for the ceiling number aye ioe pea agg 
“Unbrako” Self-Lock- —why not cash in on it? These are set- for each ac justment sie engl ol 
ing Square Head Set screws which once tightened in the normal load. With some types of vari- 
TNE, ° sumer Gil ant die, de 0c hee | able-speed motors, speed adjust- 
a ea loose, and that means real protection | ment is limited to the number of 
too. against the accidents or machinery break- steps in the controller, and speed 
downs which result when ordinary set- remains constant for any setting 

screws fail to hold. Industry is fast turn- | only when load is constant. 
ing to the “Unbrako” line. Write now and When you select a_variable- 
find out how you can profit by selling them. speed transmission, you must 
| know: kind of machine to be 
— STANDARD PRESSED STEEL Co. | driven, and its maximum and 
yA a cniiniaatin JENKINTOWN, PENNA. pintado minimum input-shaft speeds, if 
BOSTON CHICAGO | reversing 1s required maximum 
a sali on ole | and minimum speed in each direc- 
| tion and frequency of reversal, 
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ARMSTRONG TOOL HOLDER SALES 
are going up with steel production 


Better check your ARMSTRONG TOOL 
HOLDER stock today. It is probably already 
slipping away rapidly, for tool holder sales in- 
variably go up with steel production. The new 
highs in steel output mean new highs in tool 
holder sales. Tool crib stocks are low and as 
soon as this small cushions is absorbed your 


harvest begins—if you have ample and complete 





stocks of ARMSTRONG TOOL HOLDERS, of 
all sizes and types. 


Now is the time to have every salesman talk 
ARMSTRONG TOOL HOLDERS, is the time 
to display them in windows, on counters, to in- 
clude ARMSTRONG circulars with invoices—to 
talk the entire “Armstrong System” wherever 
single tool holders are ordered. Under present 
conditions your market is practically unlimited, 
and that means profits unlimited for each carries 
a full margin. Check your stock today against 
a new c-39 Catalog and get your order in early. 


ARMSTRONG BROS. TOOL CO. 







305 N. Francisco Ave. 


“The Tool Holder People” 


Eastern Warehouse and Sales: 199 Lafayette St., New York 





ARMSTRONG 


TOOLS from your 


House 






Chicago, U. S. A. 


» 





¢ Used in Over 96% of the Machine Shops and Tooi Room 


re 
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method of starting and stopping, 


heavy or light starting duty, 
whether running load is steady or 
intermittent or pulsating, maxi- 
mum torque and at what speed, 
maximum horsepower required at 
maximum and minimum input- 


shaft speeds, number of hours 

AS BESTOS 2°40) DL ULE operated per day, how input shaft 

| is driven (flexible coupling, flat 

Paso 0l | belt, multiple V-belt, chain or 

: : paper | gear), dimensions of drive, loca- 

ASBESTOS MILLBOARD - With NEW Pin Point Finish J tion of transmission relative to 

Far superior to the old, rough finish millboard, both as to | driven machine, motor horse- 

quality and convenience in handling. Up to 25% lighter power, type and speed if trans- 
than ordinary commercial millboards. Made in uniform, 3 








standard size sheets 42x48 inches, and in thicknesses from mission 1S to be motor-driven, how 

_ 1/32 to / inch. Two grades—medium and extra transmission will be mounted 

aon hard. Compactly packed in easy-to-handle, new, (floor or ceiling, vertically or hori- 
100-Ib. cartons. 


zontally), space limitations, un- 
usual operating conditions (dust, 
fumes, moisture, very high or very 
low temperatures), speed-control 
requirements (degree of accuracy 
to be maintained, synchronization 
of speeds, or other limitations), 
types of control needed (manual, 
remote manual, remote electrical, 


ASBESTOS PAPER- Plain and Corrugated full-automatic electrical or me- 






ASBESTOS ROPE and WICK PACKING 


Wick Packing, approximately '/4-inch diameter, is fur- 

nished in '/2- and I-lb. balls, packed in 50-lb. cases, 
Rope Packing is furnished 
in reels of 25 and 50 Ibs. 
each, in sizes from '/2 to 
2 inches in diameter. 
















ee In weights and thicknesses to meet every requirement. chanical, time-cycle control lor 

ee Se* Wide acceptance of Carey Asbestos Products offers continuous or intermittent speed 
. a Distributors an opportunity for extra profits. Write changes ). 

for details—address Dept. 53. | Variable-s peed transmissions 

THE PHILIP CAREY COMPANY - Lockland, Cincinnati, Ohio vary so widely in types of con- 


ete kts Bee wl | struction, operation, range of sizes 
BRANCHES IN PRINCIPAL CITIES and speed adjustment that it is 
| almost impossible to provide gen- 
eral specifications for their selec- 


tion. But consider every one of 

the factors in the preceding para- 

graph, then if you must take a 

Y/ z , chance, take it on the safe side. 


Servicing Shasta Dam 


@ Men who lace belts like Alligator because (Continued from page 21) 
EAR in and year out mill supply it can be put on with a hammer and it drives 


h d straight. Its compression grip protects the 
ouses have made money out pelt ends and there is no ply separation. It 
of Alligator Steel Belt Lacing and embeds in the belt and is smooth on both 


Flexco HD Belt Fasteners and Rip aces. The two piece rocker hinge pin greatly it 

Pl d he Alli increases the service life, and yet the belt 
ates—made money cause li- fastening can easily be separated at any time. 

gator and Flexco are used every- 

where belts are used—made money 

because a small stock will show a 

remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking : . 
up on the requirements of printing © Men who have charge of conveyor, belt in that remote spot up in the 
plants, laundries, repair shops, plan- 


and Rip Plates because the fasteners make canvon of the Sacramento. His 
ing mills, dairies, sand and gravel 4 tight butt joint with long life. The recessed : 


: : plates embed in the belt and prevent ply reply was to the effect that it 
plants, and every type of industrial separation. Patching and other repairs with ‘l i : — vee 
outfit in your section. rip plates save expensive conveyor belt re- wasnta stampede, like that in 49 

placements and extended shutdowns. following the discovery of gold not 


FLEXIBLE STEEL LACING COMPANY so far from there, but that sales- 


men did come and in numbers. 
4633 Lexington Street, Chicago, Illinois 


“I came up here in February, 
i. a ay : . . Q P . ; rg P or fore re 
ALLIGAT( IR Steel Belt Lacing for transmission belts 1938, and it " sam long before saa 

; ' were purchasing all kinds of sup- 
plies, materials, and equipment 




















is Uncle Sam who buys the 
materials that go into the dam it- 
self, into the engineers’ town of 
Toyon and every structure that is 
part of the permanent project 
works. 

The first thing we asked Mr. 
Guy was whether industrial dis- 
tributors’ salesmen had found him 














For conveyor belts FLEXCO Ba E> Fasteners and Rip Plates 
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é AMERICAN MACHINIST 





December 6, 1939 


Mr. H. H. Ensworth, President & General Mgr. 
L. L. Ensworth & Son, Inc. 

344 Front St. 

Hartford, Connecticut 


Dear Mr. Ensworth: 


Your best customers are metal—working plants. The most important men — to 
you — in these plants are the men who decide what brand is to be bought. Here 
are some of the men in Hartford who decide that vital question. Here also is what 
they think of the leading metal-working publication, American Machinist: 


W. A. PURTELL, President of both Billings & Spencer and Holo-—Krome Screw Corp. 
"American Machinist is a great publication .. I read it because it gives me 
invaluable ideas as to how to attain better production." 


HARRY A. STEVENS, Assistant Works Manager of Colt’s Patent Fire Arms Co., who 
started reading American Machinist more than 22 years ago. "I read every issue very 
carefully." 


R. H. JAMES, Superintendent of Veeder-Root’s Hartford Plant has been with this 
firm over 25 years. "Naturally, I read American Machinist!" 


D. JACK, General Superintendent of Pratt & Whitney Aircraft Corp. has read 
American Machinist for many years. Equipment specifications require his "okay" 
before they become purchase orders .. and this plant has purchased three and one- 
half million dollars worth of equipment recently. 


H. D. TANNER, Manager of the Machinery Department in charge of all machinery 
production for Pratt & Whitney Division of Niles—Bement—Pond Co., has been a regular 
subscriber to American Machinist for years, and today it is a regular part of his 
information diet. 


Dozens of other key men in Hartford metal-—working read American Machinist 
articles and advertising to keep similarly posted, and metal-working executives the 
country over use American Machinist as their year-round buying guide. To reap the 
benefit of this sales influence, suggest to the manufacturers that you represent 
that they can help you most by advertising in 


Yours sincerely, 
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The whole world is my own little 
back yard. I’ve done all, heard 
all, seen all(well practically) and 
maybe | can give you fellows 
some ideas on how to make 
industrial adhesive tapes earn 
greater profits for you. Here 
are a few pertinent thoughts— 


DID YOU KNOW THAT: 


there are 15 different adhesive tapes in 
the Industrial Tape Corporation line? 


more than 20 different industries now 
use large quantities of these tapes? 


just a few of the uses of adhesive tapes 
are— 


for sealing cans of explosives, perish- 
able foods, chemicals, perfumes, films, 
inks, etc.? 


in the manufacture of oxygen tents, gas 
masks, etc.? 


to seal windows and doors in fumigating? 


to lay out indoor courts for tennis, 
basketball, squash, etc.? 


in stenciling designs by body builders, 
sign makers, mirror makers, air craft 
makers, etc.? 


by hat makers to line, edge and rein- 
force sweatbands and hat linings? 


I think | can go on forever, but 
this is enough to give you a 
rough idea on how necessary 
adhesive tapes are to industry 


in general. Nosey Nich 





SEND COUPON 


Gentlemen: 


Please forward at once, your 
brochure on industrial adhesive 
tapes. No obligation, of course. 

NAME _ 
ADDRESS 


CITY. 





INDUN TRIAL 
TAPE 


CORPORATION 


NEW BRUNSWICK, N. J. 
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from distributors up and down the 
coast,” said Mr. Guy. 

“The bureau buys practically 
everything—from tin cups to dyna- 
mite—builders’ hardware, lumber, 
plumbing supplies, industrial sup- 
plies, pretty much the whole gamut, 
except food stuffs. Major pur- 
chases are made through the office 
of the chief engineer, which is in 
the Customhouse in Denver, where 
the main purchasing office of the 
bureau is located, but we can buy 
here in amounts up to $10,000. 
Formal advertisements are issued 
for contract awards to bidders on 
individual purchases exceeding 
$100. On purchases aggregating 
less than $100 informal requests 
for prices are sent to the various 
distributors. In some instances, 
however, time does not permit 
solicitation of competitive prices 
and we place these orders involv- 
ing less than $100 direct with the 
distributor, rotating such business 
among the prospective bidders we 
have listed in our files. 


Faster Service 


“Shortly after this purchasing 
activity on our part began and 
upon the arrival of the Pacific 
Constructors, Inc., general con- 
the Shasta dam and 
power plant, salesmen of the vari- 
ous supply houses commenced to 
drop in, and the necessity for our 
corresponding with the distributor 
for information on items with 
which we were unfamiliar, and 
could not find in our purchasing 
library, was to a great extent elimi- 
nated. Coming of distributors’ 
salesmen also heralded faster serv- 
ice on our Le.l. shipments. On 
more than one occasion we have 
placed orders with salesmen as late 
as four o'clock in the afternoon 
and received the shipments early 
the following morning. 

“Salesmen call at all hours dur- 
ing the day. Some are stationed 
near here, at Redding, and call 
every day; others working out 
from more distant points manage 
to contact us every two or four 
weeks. In my experience I have 
not met one distributor’s salesman 
yet who has not impressed me fa- 
vorably. All of them appear to be 
well posted and know their lines 
and are highly cooperative. On 
the whole, they are a friendly lot 


tractors on 
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of men, and one thing about them 
in particular impresses me every 
day: they are very friendly, not 
only with their trade, but appar- 
ently among themselves, even the 
salesmen of competing houses. 

“On a job like this, with so 
many ramifications, requisitions 
come through for things very much 
out of the ordinary, and occasion- 
ally we are more or less stumped 
as to where to get them and how. 
3ut that seems to be the kind of 
problem these salesmen delight in, 
and invariably they insist on taking 
the matter into their own hands 
and getting the information we re- 
quire. This, I believe, is one of 
ihe points in the dis- 
tributors’ service; they have been 
organized for years and have been 
combing the market for almost 
everything conceivable in the line 
of construction and industrial sup- 
phes and devices. Many times they 
go after and locate items far out of 
their own line just to help out a 
customer. Therefore, anyone buy- 
ing through a distributor who does 
not utilize his knowledge, experi- 
ence and resources, is going to a 
lot of needless effort. 

“There is, however, very little of 
what is generally understood as 
salesmanship that can apply when 
a salesman is dealing with the 
government. The government is 
not sold—it buys—and the sales- 
man seems to understand this per- 
fectly in rendering service.” 


strong 








Do You Know? 


(Answers to questions on page 31) 








1. Two—wrapped and _ braided. 

2. Rubber-impregnated fabric plies 
are wrapped over a rubber tube on 
a steel mandrel. This is covered by 
a rubber cover and the whole assem- 
bly vulcanized. 

3. Alternate layers of braided 
yarn and rubber vulcanized together. 

4. Wrapped hose is wrapped out- 
side with untreated fabric; braided 
is expanded by internal pressure 
against an outer lead tube or pipe. 

5. Usually 50 ft. 

6. Can be made up to 500 ft., al- 
though 50-ft. lengths are practically 
standard. 

7. No. The fabric takes care of 
that, coupled with the way it is built 
into the hose. 

8. At a 45-deg. bias with reference 
to the axis. 
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Salesmen: 
Sell a Simplex 


Util-A-Tool 
as ae oe 
You Call! 





‘the tool of a 


thousand uses’’ 

















With accessory 
equipment 
they push, 
pull, hoist, 
clamp, spread, 
lift and lower 
and it pulls 
wheels, gears 
and pulleys. 


1) 


ol, 


Sas Ass 


» 


Every one of 
your prospects 


a. 


Util - A- Tools. A 
dependable cus- 
tomer-build- 


iii 


will boost your 


™ monthly average. 


‘ * 
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Everybody Uses Jacks 
and Simplex is the 
Jack Everybody Uses! 


They’re designed and constructed 
better, to last longer, work faster 
and safer and to lift —as well as 
sustain — their full rated capaci- 
ties! For maintenance equipment, 
for fabricating and manufactur- 
ing, for construction — every shop, 
whether they make toothpicks, 
textiles or tractors, needs and uses 
Simplex Jacks. 


Over 217 models in every wanted 
size for every jacking job. Check 
up on your customers’ Simplex 
Jack requirements! 


See our current catalog and recent 
bulletins — there’s profit for you 
in knowing the Simplex Line! 


Templeton, Kenly & Co., Chicago 


SIMPLEX 





needs one or more | 


ing product that | 


Y, For flexibility. 

10. The wrapped plies resist as a 
unit; each braided ply works indi- 
vidually—requiring special care in 
design. 

11. About five—bursting pressure 
should be five times working pres- 
sure. 

12. No—better grades of 
have safety factors as high as 10 
or 12. 

13. In specialized 
grossly abused. 

14. Heat and oil. 

15. In mines, because of restricted 
quarters and lack of care. 

16. Yes—which means that you 
lose out on the resale business. 

17. When they do not have after 


hose 


service where 


coolers. 
18. Because they give longer hose 
life and less chance for accident. 
19. Poor couplings. 
20. Portable compressors. 
21. Excessive heat and oil. 
2. Some is helpful—resists kink- 
and crushing. 
3. To resist abrasion. 
4. Absolutely not—it rots them. 
25: No—some 


? 
ing 
> 

9 


covers are espe- 
cially compounded to resist. oil. 
26. With a spiral 
wire, 


27. Increases 


wrapping of 


bursting - pressure 
safety factor. 

28. Heavier cover. 

29. By burning off the short hose 
ends, then wire brushing. 

30. 25 and 50 ft., usually latter. 


31. In a cool, dry place. Sun- 
light attacks the rubber causing 
hardening and cracking. Water is 


not particularly harmful. 
32. They should be wired to the 
clamp. 








Sam Supplier Is on the Square 


(Answer to problem on page 31) 

















5.66" 
The peak of the pentagon has two 


4-ft. sides. The other three sides are 
cach V/# + 4 5.66 ft. Bisect 
the right-hand side as shown and 
drawn triangles 1 and 2. They're 
cut off and placed as shown, making 
a square. Its side (from triangle |) 
is \/5.66° + 2.83° = 6.32 ft. 
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is the name 
identifies the 


@ This 
that 
ONLY genuine high 


speed hack saw 


blade you can sell 
as NON - BREAK- 
ABLE. 












These three ex- 
clusive features 
are the reason: 
= 


1. 
2. 


3 Tough Alloy Steel Back 
a 


Cutting points of genu- 
ine 18% Tungsten High 
Speed Steel. 


Electrically welded by 
patented process to: 


Anyone can understand these defi- 
nite advantages because a non- 
breakable, shatter-proof blade 
does give longer service, does 
mean more cuts per dollar, does 
lower manufacturing costs. When 
a tool-buyer is faced with these 
facts the sale is yours, and he will 
buy MARVEL High-Speed-Edge 
Blades again and again after he 
uses them once. You see, they will 
cut under higher speeds and will 
keep cutting right up to machine 
capacity. Sell MARVEL High- 
Speed-Edge Blades with complete 
confidence because they will 
never let you down. 


Learn more about MARVEL Prod- 
ucts and the 9 types of Sawing 
Machines. Write for Circular. 


Buy from your local distributor 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
5753 Bloomingdale Ave., Chicago, 
U.S.A. 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 
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PRODUCT 
Electrie Drill 80 
Rotary Geared Pumps 80 
Special Ball Bearing 80 
Saw Frame 81 
Hlomeshop Vise 81 
Pipe Threading Equipment 82 
Soldering Irons 82 
Distillate Hose 83 
Globe and Angle Valves 83 
Automatic Saw Filer 84 
tepeat Cycle Timer 84 
Portable Spray Outfit 85 
Pipe and Tube Connection 87 
Industrial Tire 87 
Variable Speed Pulley 87 
Cartridge Units SS 
Laboratory Test Gage 88 
Fan SS 
Control Station 88 
Stamping Tool 89 
Oxy-Acetylene Nozzles 89 
Air Compressor 90 
Jackbit Grinder 90 
Oil Spray Gun 90 
Band Saw 91 








PAGE NO. 





MAIN FEATURE 


Streamlined for hard-to-reach places 
Permits direct motor drives 
Self-contained lubricant 

Makes for faster cutting of lumber 

Has greater strength and new design 

For threading and holding pipe 

For constant use in production 

Hose entirely unaffected by oil 

For throttling service and heavy duty use 
Work done by one machine 

For opening and closing circulars 
Compressor has valves of stainless steel 
Protection against tube fatigue and failure 
For hand trucks, grease carts, trailers 
Allows for a maximum of speed variations 
Bearing sealed from foreign materials 
For checking accuracy of pressure gages 
Manufactured in sizes from 30 to 72 in. 
Attractively styled and designed 
Imprints six numbers in one motion 
Nozzles produce smooth gas flow 

High compression efficiency 


For all detachable rock drill bits 


Has long nozzle for spraying hard-to-reach 


places 


Can be used as both metal and wood saw 


MANUFACTURER 





Independent Pneumatic Tool Co. 
Brown & Sharpe Mfg. Co. 
Fafnir Bearing Co. 

Stanley Electric Tool Div. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Hexagon Electric Appliance Co. 
Hewitt Rubber Corp. 

Kennedy Valve Mfg. Co. 

Foley Mfg. Co. 

R. W. Cramer Co. 

Empire Compressor Mfg. Co. 
VibraSeal Corp. 

B. F. Goodrich Co. 

Linderme Machine & Tool Co. 
Stephens-Adamson Mfg. Co. 
Ashcroft American Gauge Div. 
William J. Lohman, Inc. 
Allen-Bradley Co. 

Pittsburgh Stencil « Tool Co. 
Linde Air Products Co. 
Chicago Pneumatic Tool Co. 
Ingersoll-Rand Co. 

Alexander Milburn Co. 


Wells Mfg. Co. 











NEW PRODUCTS 
WITH 


Electric Drill 
Of '-inch Capacity for Light Duty 





Especially adaptable for automo- 
tive, electrical, plumbing and similar 
installation and maintenance work a 
new 4-in. portable electric drill 
weighs only 9} Ib. and is but 154 in. 
overall. It has been streamlined so 
it can be used effectively in hard-to- 
reach places. It has a powerful mo- 
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tor and heavy tooth pitch gears. 
Standard equipment includes double 
pole momentary switch fully en- 
closed in a dust-proof compartment 
in switch handle, a spade handle and 
removable dead handle.—Inde pendent 
Pneumatic Tool Co., Chicago.—MI.. 
Suppiies, December 10, 1939. 


Rotary Geared Pumps 


Six Sizes—From 5 to 37 g.p.m. 





The new “500” 
geared pumps with 


series rotary 
herringbone 
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SALES POSSIBILITIES 


gears run quietly at high speeds and 
under pressures up to 500 Ib. per 
sq. in. Speed characteristics permit 
direct motor drives. Compact sim- 
ple design with foot type mounting 
bracket makes pumps adapted for 
duplex and motor drive units. Pumps 
have needle bearings and other me- 
chanical features. The pumps lend 
themselves for use with motor drive 
and for assembly as duplex units, the 
flange mounting greatly simplifying 
such adaptations.—Brown & Sharpe 
Mfg. Co., Providence, R. IT.—MIUt1 
Supp.ies, December 10, 1939, 


Special Ball Bearing 
Retainer of Oil-Impregnated Bronze 


For specialized applications, a new 
ball bearing has retainers made of 
oil-impreganted bronze. Holding and 
slowly feeding sufficient oil to lu- 
bricate the bearing throughout its 


UMI 





Ze 


of 
nd 
ju- 
its 





UMI 


entire life, this new type retainer is 
ideal for applications that are inac- 
cessible, or subject to sub-zero tem- 
peratures. Its porous _ structure 
forms a reservoir for the retention 
of as much as 25 per cent of its 
volume of oil. Oil is fed from the 
porous retainer at the correct speed 
for proper lubrication, but not suf- 
ficiently fast to cause leakage. A 
minimum of drag is said to occur in 
sub-zero applications.—Fafnir Bear- 
ing Co., New Britain, Conn.—MI.u 
Suppiiges, December 10, 1939. 


Saw Frame 


For Square, Bevel and Bevel Mitre 
Cuts 





This saw frame makes it possible 
to cut many pieces of lumber to 
exact size desired without having to 
lay out and mark each piece sep- 
arately. It is of structural steel and 
is used with Stanley safety saws W/, 
W8 and W9 for square, bevel, and 
bevel mitre cuts. It is adjustable for 
height from minimum to maximum 
capacity of saw by moving clamp 
nuts on each end of frame. A stop 
pin in front clamp drops into bored 
holes in bench at any angle for other 
than straight cuts.—Stanley Electric 
Tool Division, New Britain, Conn. 
—Mitt Svuppiies, December 10, 
1939. 


Homeshop Vise 


Has 50 Per Cent Larger Working 
Face 





Recently announced to the trade is 
a group of three home workshop 
vises whose outstanding features are 











HOLO-KROME 


Quality 


and 


Sales Policy 


Builds Increased 
Socket Screw Sales! 


The outstanding Quality and Finish of 
FIBRO FORGED Socket Screws, the 
integrity of the Sales Policy plus the 
continuous Sales Promotional drive in 
behalf of Holo-Krome Distributors 
builds increased Socket Screw Sales for 
Authorized H-K Distributors—Volume 
at a Profit! 


HOLO-& 3S: KROME 


MAIN OFFICE 


AND FACTORY 


THE HOLO-KROME SCREW CORP. Hartford, Conn., U. S. A. 
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YOU CAN INCREASE 
YOUR BUSINESS 
WHEN YOU SELL 


GOULDS 
PUMPS 


When you stock and sell Goulds 
Industrial Pumps you have a com- 
plete line that covers every indus- 
trial pumping need. You have 
pumps that are backed by the 
designing and manufacturing skill 
of Goulds—the world's largest 
pump manufacturer—ability accumulated during ninety years of successful operation. 

You have a reputation behind you—the reputation of Goulds Pumps for absolute dependability, 


efficiency and economy—a reputation that is fostered by a hard-driving advertising campaign 
in all important industrial publications. 


And you have protection with Goulds unwaivering distributor policy that guarantees fair 
dealings and substantial profits. 


Write today to learn how Goulds can increase your pump business. 


GOULDS PUMPS Inc. 





® 9211 








Safety Belt Hooks and Lacers 
Give You More Profit! 


ey ' 
Sof, 


6 
P 


Let us explain, 
quote you and 
outline our sales 
co-operation. 











See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


SAFETY 


ortable Lacer 


The Best 

Belt-Lacing 

System 

with the Hooks are easily 

sunk below the 
sg A surface of belt 
* Full 6” Capacity 
Largest Sactes These two features 
appeal to 

Stronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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greater strength and new design; a 
square shank; non-turning tempered 
steel cut-off tool, and 50 per cent 
larger anvil working face on a well 
supported anvil. It is manufactured 
in three sizes of jaw widths—3, 34 
and 4+ in. Other features include: 
swivel base with standard machinists 
type lock nut; collar locked into 
main screw—to assure opening of 
vise without slipping ; cold rolled 
steel screw and handle; heavy steel 
sliding bar and replaceable, heat- 
treated, steel jaw faces.—Columbian 
Vise & Mfg. Co., Cleveland, Ohio.— 
Mitt Suppiies, December 10, 1939, 


Pipe Threading Equipment 


Ratchet Adjustable Threader and 
a Handy Vise Stand 





Two new products just announced 
by this company are a ratchet ad- 
justable threader with a capacity of 
1 to 2 in. and a handy vise stand 
with open side pipe vise with a ca- 
pacity of § to 25-in. pipe. The 
threader uses the easy operating, re- 
ceding die principle with a separate 
set of dies for each size of pipe. 
Tubular handle is 24-in. long. 





Stand can be furnished with or 
without the vise, tool tray and pipe 
bender. No legs or connecting pieces 
are furnished. Legs and center piece 
are held in place by U-bolts and it is 
easily and quickly assembled.—To- 
ledo Pipe Threading Machine Co., 
Toledo, Ohio—Muitu. Supp.ies, De- 
cember 10, 1939, 


Soldering Irons 
Designed for Hardy Service 


Three new numbers to this firm’s 
line of soldering irons are of the 




























ECONOMY is the 
Line of Profits 
FOR YOU 


Economy Products have well 
earned their reputation for 
dependability—they are made 
right—properly heat treated 

have tremendous strength. 
Send us your. inquiries 
large stocks carried for your 
convenience in bulk and in 
neat packages. Screws avail- 
able in other materials such 
as brass, bronze, stainless 
steel, ete. 


~<a 
Economy Products include Hollow Head 
Hollow Set Screws, Socket Set Screw 


Head Set Screws, and Headless Set Screws. 
Also special orders on screw machine products, 


ECONOMY 


MACHINE PRODUCTS CO. 
5200 LAWRENCE AVE. CHICAGO, ILL. 














- - - SOCKETS 


Standard Type 
and 
Use-Em-Up Type 




















LATHE CENTERS 





Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 











MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 


SLEEVES... 


constant duty type for industrial 
service. They are of 60, 120 and 
170 watt capacity, and have tip di- 
ameters of 4, § and l-in. Element 
is housed in a damage-proof and 
dent-proof hexagon barrel, made of 
solid hexagon steel. Due to its hexa- 
gon shape, the iron can be held in 
a vise when replacing or filing tip, 
without danger of denting outer 
housing and damaging element.— 
Hexagon Electric Appliance Co., 
Roselle Park, N. J—MIAv Supp vies, 
December 10, 1939. 


Distillate Hose 


Completely Oil-Proof and Light 
Weight 





An all-synthetic rubber hose con- 
structed of Neoprene compound has 
been designed for use where the hose 
is continuously filled with oil and 
where the outer surface is subjected 
to severe abrasive and oil condi- 
tions. Because of its construction 
no rubber particles can flake off and 
get in the oil stream to contaminate 
the oil. Synthetic rubber tube is said 
to be entirely unaffected by fuel oils. 
It is light weight and easy to handle 
and comes in three inner diameter 
sizes, 1, 14 and 14 in. and in maxi- 
mum lengths of 500 ft. Working 
pressures per square inch are 160 
lbs. for the l-in. hose; 148 lb. for the 
14-in. hose and 125 lb. for the 14-in. 
hose.—Hewitt Rubber Corp., Buf- 
falo, N. Y.—M«tu Suppiies, Decem- 
ber 10, 1939, 


Globe and Angle Valves 


Have Plug Type Discs and Renew- 
able Seat Rings 





> 














Dart Unions have 
two bronze seats, 
ground to spheri- 
cally accurate sur- 
faces that assure 
tightness under re- 
peated use. 


Extra heavy bodies 
and nuts of air-re- 
fined malleable iron 
make Darts physi- 
cally fit to with- 
stand pipe strains 
and wrench abuse. 


Accurate, clean-cut 
threads mean less 
scoring and longer 
service with Darts. 


Darts are priced 
right both for your 
customers and for 
you. They assure a 
high return on your 
investment of sell- 
ing time, and help 
you to build a 
steady volume of 
repeat business. 


Write for jobber 
policy. 





E. M. DART MFG. CO., Providence, R.I. 


Sales Agents: 
The Fairbanks Company, New York, 
and all branches. 







bo : a 


of your customers. Prompt service. 





A new line of bronze globe and 


THE COLLIS COMPANY angle valves with plug-type discs and 


CLINTON, IOWA renewable seat rings for close con- 


trol in throttling service and for 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada. 
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REPUTATION 
PERFORMANCE 
QUALITY 


are prime assets 
in selling 


CAPITAL 
“RED CAP” 


Brushes and Brooms 


i] 


METAL CASE BROOM 





FLOOR BRUSH 














LOONTEE 


Everyone wants his money’s worth— 
buyers of Industrial Brushes and 
Brooms are no exception. That's why 
CAPITAL “RED CAP” Industrial 
Brushes and Brooms are such good 
will and good business builders. 
You can sell the right brush or 
broom for a particular job and you 
can guarantee the utmost in perform- 
ance and quality because our repu- 
tation for producing high quality 
products is established the country 
over. We treat our distributors right 
—we give them sales help and a 
good margin of profit—your job is 
to ouprly the demand with CAPITAL 
“RED CAP” Industrial Brushes and 
Brooms. 


INDIANAPOLIS 
Brush & Broom Mfg. Co. 














Established 1890 





COR. BRUSH & BROOM STREETS 





INDIANAPOLIS, INDIANA 
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general heavy duty use are now on 
the market. Valves are made in 
sizes from 4 to 2-in. for 200 Ib. 
steam at 550 deg. F. and 400-Ilb. cold 
water, oil or gas and non-shock; 
and in sizes from 4-in. to 3-in. for 
300 Ib. steam at 550 deg. F. and 
600-lb. cold water, oil or gas and 
non-shock. The plug type disc and 
renewable seat rings are both of 
copper-nickel alloy, the seat rings 
| being made of a harder composition 
than the dise—Kennedy Valve Mfg. 
Co., Elmira, N. Y.—Mu.v Supp ies, 
December 10, 1939. 


Automatic Saw Filer 


~~ 


Circular Saws 








Said to do a fine job of saw fil- 
ing, a new automatic machine will 
file all hand saws, cross-cut circular 
saws up to 24 in. in diameter and 


is all done by one machine, with fit- 
tings for holding each kind of saw. 


joints the saw as it is filed, making 
all teeth equal in size. Each tooth 
is filed exactly uniform in height and 
spacing. Latest refinements on the 
automatic saw filer include a V-belt 
drive, and needle bearings on both 
fly wheel and pinion gear. 
vertical slide rods on the filing ac- 





times the bearing area.—Foley Mfg. 


Minn.—MIti 
10, 1939. 


SUPPLIES, 


Repeat Cycie Timer 


Files All Hand, Band and Cross-Cut | 


It uses a three-corner file. Machine 


Size of 
tion has been increased to give four 


Co., 62 Main St., N.E., Minneapolis, 
December 








band saws 4 in. to 44 in. wide. Work | 


PR: NRE 





SAFETY 


“BLUE 
DEVIL” 


SOCKET 
SCREWS 


6 
REASONS 


Why You Should 
Sell Them 


1. Knurled Chamfer 
2. Cold-formed Head—Continuous Fibers 


3. Hexagon Socket with True Sides—Full 
Wrench Fit 


4. Concentric Head—Square Shoulder 
5. Accurate Die-Cut Threads 
6. Distinctive Draw Blue Finish 


Sell the best quality POSSIBLE. Try us 
on your next order—we guarantee RAPID 
service—high quality—additional profits 
on every order. 


SAFETY SOCKET SCREW CORPORATION 


4445 N. Knox Ave. CHICAGO, ILL. 











| Designed for Use on A.C. Circuits | 


| 

| ° . . . 

| This new timer consists essentially 

| of a reversible synchronous motor | 
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MILL SUPPLY 
SALESMEN ... 





SELL 
The Famous 
ATLAS CAR MOVERS 


One man plus the compound leverage 
of an ATLAS CAR MOVER can move 
any freight car with ease. 


ATLAS CAR MOVER SPURS 
are 
PERFECT 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 





formerly at Appleton, Wis. 
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with enclosed gear train, an adjust- 
able time dial and a switch unit all 
mounted on a common base and en- 
closed in a metal housing. It is for 
use on a.c. circuits to alter- 


(a) 





nately close and open one or two cir- 
cuits continuously at any present 
operating interval, and (b) close or 
open a single circuit after any pre- 
set operating interval and stop, ready 
to repeat its cycle of operation upon 
reclosure of a starting switch.—R. 
WW. Cramer Co., Centerbrook, Conn. 
—Mitt Suppries, December 10, 
1939, 


Portable Spray Outfit 


Has Powerful Four Cylinder 
Compressor 





The new “ 
four cu. 
pressure and is powered with a 4 hp. 


Pressure King” delivers 
ft. of air per min. at 60 lbs. 


motor. Pressure is adjustable from 
0 to 80 Ibs. Special combination 
outfit consists of four-cylinder com- 
pressor, motor, pressure spray gun, 
bleeder type with two tips for fine 
ind coarse materials, and two noz- 
zles for fan spray. Valves on com- 
pressor are of stainless steel which 
ire easily removable. Intakes are 


protected with special filters to pre- 











G.G. Rides 
Again! 


Yes, Sir—we come on horseback when you 
whistle. Because we know you can’t give 
quick service unless you get it. And service 
gets the gasket business— where emer- 
gencies are the general rule. 


Yours G. G. 


GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick, N.J. 
Branch Offices in Principal Cities 


@Qg i for GASKETS 


Americas Oldest and Largest Industrial Gasket Manufacturer’ 





; 
f 
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EMPIRE 
Cant 


PLANT can be no more up-to- 

date than the products it turns 
out, Truly modern production means 
the manufacture of high-quality 
products to current standards of 
strength and accuracy, backed by 
a service that meets today’s de- 
mands for on-time deliveries of a 
wide range of stocks. 

The position of R B & W as one 
of the world’s largest and oldest 
manufacturers of bolts, nuts and 
rivets enables the purchase of the 
best of raw materials to individual specifications, to create and employ the most 
advanced manufacturing methods, to carry the most complete stocks, and to fill 
all orders with utmost promptness. 

These are the factors which have established R B & W as the leader in truly 
modern production of the finest industrial fastenings—that have made the name 
EMPIRE known the world over. 

You can meet all customers’ demands by maintaining a stock of R B & W quality 
products furnished from large warehouse facilities which insure prompt delivery. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 
SALES OFFICES: CHICAGO: DETROIT: PHILADELPHIA 
‘DENVER * SAN FRANCISCO + LOS ANGELES + SEATTLE * PORTLAND» 


@ 019 
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Select your sources of supply 
from among the manufacturers who 
favor selling through distributors 








Mill Supplies’ Annual Buyers’ Reference Directory 
is the standard reference for the industrial supply field 


Many manufacturers of industrial supplies and 
equipment are not sufficiently interested in dis- 
tributors to protect them with any policy of distribu- 
tion. They accept distributor’s orders as so much 
‘‘gravy,’’ and make no effort to ‘‘play ball’’ with 
the supply industry as a whole. 


On the other hand, there are a great number of 
manufacturers who have found that some of their 
most profiitable business comes from distributors, 
and they are doing everything in their power to 
cooperate with supply men. Consequently, it is of 
real importance that distributors select sources of 
supply that are favorable to the distributor industry. 
Obviously, these manufacturers must be identified 
for distributors. 


MILL SUPPLIES’ New’ Buyers’ Reference 
Directory fills this important need. First, it lists 
in alphabetical arrangement over six thousand tools, 
supply and equipment products which your eus- 
tomers call upon you to supply. 


Second, under each of the above product classi- 
fications are listed only the manufacturers who 


have announced an established discount policy favor- 
able to distributors. These makers have gone on 
record as wanting especially your business, so here 
is where you can get the best service and coopera- 
tion. ‘‘Play ball’’ with the manufacturers listed 
in MILL SUPPLIES’ New Buyers’ Reference 
Directory ! 


Over 300 of these manufacturers carry advertising 
in this directory adjacent to their particular product 
listing—to make it easy for you to locate the very 
type of product for which you may be looking. In 
this way you can pick up additional information 
on your tool, supply and equipment requirements at 
the time you are planning to buy. If you know 
the trade name of some item but cannot recall the 
manufacturer, look in the TRADE NAME INDEX 
of MILL SUPPLIES’ New Buying Guide, and 
you’ll find the answer. 


There’s also a REVIEW OF NEW PRODUCTS 
summarizing the improvements and product develop- 
ments announced during the year in the regular 
issues of MILL SUPPLIES. 





* THE NEW BUYERS’ REFERENCE DIRECTORY WILL BE 
PUBLISHED IN MID-DECEMBER ...WATCH FOR YOUR COPY 


* 
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vent breathing in of mist, making 
the cleaning of valves after each job 
unnecessary. — Empire Compressor 
Mfg Co., Reading, Ohio.—Mu.u 
Suppiies, December 10, 1939. 


Pipe and Tube Connection 


For Connecting Copper, Aluminum 
and Steel Tubing 


A method of connecting tubing to 
pipe threaded tapped holes is de- 
scribed as a new system and is said 
to protect against tube fatigue and 
failures and to dampen vibration. In 
use, a threaded nipple or adapter is 
screwed into a threaded or tapped 
hole, a “Vibraseal” (rubber-like gas- 
ket) is placed on the tubing and a 
lock nut used to compress or spin 
the “Vibraseal” to form a flexible 
seat, making a tight, leak-proof con- 
nection with the ability to permit 
the tubing flex in a movement of 
several degrees in any direction.— 
VibraSeal Corp., Detroit, Mich.— 
Mitt Suppties, December 10, 1939. 


Industrial Tire 


Combines Advantages of Solid and 
Pneumatic Type 


A new kind of industrial tire com- 
bines lightness, high cushioning qual- 
ities, streamlined appearance of a 
pneumatic tire yet has the sturdy 
construction and load-carrying ca- 
pacity of a solid. Available at pres- 
ent in two sizes—6 x 2.00 and 8 x 2.50 
—the new design is expected to find 
acceptance in operations which im- 
pose undue wear on conventional 
pneumatic types. The new tire is 
interchangeable on the same wheel 
with single-tube pneumatic tires of 
like sizes and at present is being 
adapted for light hand _ trucks, 
trailers, service station grease carts 
and similar industria! vehicles.—B. 
F. Goodrich Co., Akron, Ohio.— 
Mitt Suppiies, December 10, 1939. 


Variable Speed Pulley 


Quickly Adjustable to a Variety of 
Speeds 


Of more than ordinary interest to 
stoker and oil burner manufacturers 
because of its adjustable feature, a 
new V-type pulley allows for a maxi- 
mum of speed variations and short- 
ens the time usually taken to adjust 
pulleys from one speed to another. 
The two separate parts of this pul- 
ley are sleeve fitting, so that they 
slide together. One locking screw 
is required which by a turn of an 
Allen wrench, tightens into recess 









more "GUTS" _ 
in loading chain 


























































WHEN YOU SEE THESE SWELLS” AT THE WELD 





@ That’s where a link needs strength the most—at the 
weld. Hercules Steel Loading Chain has plenty of extra 
strength at this vital point—extra metal, inside and out 
of the way, put there by the patented “Inswell” welding 
process. The chain itself is fabricated of special analysis, 
heat treated steel—and carefully tested to twice its safe 
working load. Look for the identifying “H” on the link 
—it’s your guarantee of 25% more strength, safety and 
wear. Your dealer has all the details—or write us direct. 


q 
HERCULES S7ce/ LOADING CH 


COLUMBUS-McKINNON CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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Cleaning gears requires good brushes! 


Here's one of your most profitable industrial brush outlets IF you can 
“deliver the goods"! Cleaning gears is one operation that really tests wire 
wheel brushes ... and that's where MILWAUKEE brushes prove them- 
selves equal to the job. They accomplish just what modern high speed 
production demands ... maximum performance at minimum cost. You 
don't gamble on profits with MILWAUKEE brushes, They're “geared” for 
every industrial requirement. 


THE MILWAUKEE BruSH MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 





















WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The fy to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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SAGINAW, MICHIGAN 


TAPES -. RULES 





AND MORE 
BUSINESS, T00! 


The Lufkin Master Planer 
Gage meets the need for a 
planer gage of greater utility 
— it handles many jobs to 
which the ordinary gage is 
unsuited. 


That is why the Master Planer 
Gage has been acclaimed by 
Mechanics and Shop Men 
the nation over—and why 
year in, year out, they will 
be a steadily moving item 
for you. 


So, meet the demand for this 
great precision tool and keep 
a good supply in stock. 


OF KIN 


New York City 


PRECISION TOOLS 








and securely locks pulley in exact, 
desired adjustment.—Linderme Ma- 
chine & Tool Co., Detroit, Mich— 
Mitt Suppties, December 10, 1939. 


Cartridge Units 


Equipped With Centrifugal Laby- 
rinth Seal 





Recently announced is the self- 
aligning ball bearing cartridge units 
featuring the same design as other 
“Sealmaster” units of this firm. A 
patented centrifugal labyrinth seal 
effectively seals bearing from all 
foreign materials in the atmosphere 
and retains lubricant. Misalignment 
of the shaft cannot interfere with the 
effectiveness of the seal, for bear- 
ings outer race is ground on radius 
and locked in ground housing socket 
with locking nipple which permits 
two to four degrees misalignment in 
any direction. — Stephens-Adamson 
Mfg. Co., Aurora, Ill—Mt1L_ Svup- 
PLIES, December 10, 1939. 


Laboratory Test Gage 
Transparent Cover for Easy Reading 





Essentially a finely adjusted lab- 
oratory test gage for checking the 
accuracy of pressure gages, this new 
instrument is guaranteed by the 
maker to be within 4 of one per cent 
of the scale range. Outer edge of 
dial is a mirror on which the tip of 
the pointer reflects if the user is not 
in the correct position to read the 
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gage accurately. A transparent cover 
opens up the dial for easy reading. 
It is molded of a crystal-clear, trans- 
parent plastic with a compression 
strength of 15,000 Ibs. per sq. in. 
Case is phenol, light in weight and 
ideal for portable laboratory test 
work.—Ashcroft American Gauge 
Div., Manning, Maxwell & Moore, 
Inc., Bridgeport, Conn—MI ut Svup- 
PLIES, December 10, 1939. 


Fan 
Perfectly Balanced By Weight 


A six blade fan assembly manu- 
factured in sizes from 30 to 72 in. 
is of hardened steel for heavy duty 
service. Their low cost has been 
made possible because they are made 
from stampings and forming dies 





throughout, making each unit used in 
the assembly of the blade uniform, 
requiring no drill outs, no slugs, nor 
any filling to make the blades bal- 
ance. The blades are heavy enough 
in construction to be used either for 
direct or belt drive application.— 
William J. Lohman, Inc., 62 Ninth 
Ave., New York City—Mum. Svp- 
pPLigs, December 10, 1939. 


Control Station 
Designed for Easy Installation 





various button 


with 
markings, a new three-button control 
station is attractively styled and de- 


Available 








signed for easy installation and 
trouble-free life. Button mechanism 
is of the unit type construction, 
mounted in a die cast box which is 
open at the front and two sides and 
has a conduit opening at one end. A 
heavy, U-shaped molded plastic 
cover, with reinforcing ribs, com- 
plete the enclosure. With the cover 
off, all terminals are out in the open, 
allowing easy installation and inspec- 
tion. It has a maximum d-c rating 
of 1 amp., 115 volt; 0.5 amp., 230 
volt; and 0.25 amp., 550 volt. The 
maximum a-c rating is 3 amp. at 
110, 220, 440 and 550 volt.—Allen- 
Bradley Co., Milwaukee, Wis —MIv 
Supp.ies, December 10, 1939. 





Stamping Tool 


Change of Type Extremely Easy 





This double line axe-type holder, 
with three pieces of type in each 
line, when swung like an axe, im- 
prints all six numbers. The only 
moving part is a sturdy pin, in each 
row of type, which carries its own 
spring. One quick motion locks it; 
another unlocks it. Markwell holders 
employ “Safaloy” type, a special alloy, 
which is practically unbreakable and 
makes for safe and economical stamp- 
ing. Markwell holders come in all 
sizes from 1/16-in. type up to 1-in. or 
larger.—Pittsburgh Stencil & Tool 
Co., Pittsburgh, Pa—Mtit. Svup- 
PLIES, December 10, 1939. 


Oxy-Acetylene Cutting Nozzles 
Makes Cuts Uniformly Smooth 





Operators of oxy-acetylene cut- 
ting machines will be interested in 
new precision cutting nozzles which 
















W-S 
FORGED 
STEEL 


FITTINGS 
for 


HIGH TEMPERATURE 
HIGH PRESSURE 
SERVICE 


W-S Forged Steel Fittings offer definite 
advantages in terms of long life and low 
maintenance. By stressing these benefits 
—to power plants, chemical and hydrau- 
lic plants, in fact wherever pipe lines 
carry oil, gas, steam, water, or ammonia, 
you can build a profitable repeat order 
business. 

Investigate the liberal Watson-Stillman 
distributor set-up—and the possibilities 
it offers for increased sales and profits. 


The Watson-Stillman Co. 
Roselle, N. J. 























MANUFACTURERS MAKE YOUR SELLING 


Easier 







by telling the 
merits of their 
products to your 
best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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FLEXIBLE SHAFTS 
and MACHINES of 
HIGH QUALITY 
% to 3 H.P. 


The purchasers can 
expect and they will 
get the highest qual- 
ity flexible shafts and 
machines when they 
specify “STRAND” 





GROUND FROM 
SOLID ROTARY 
CUTTERS 


ROTARY FILES 
HAND CUT 
HIGH SPEED STEEL 





Send for Catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 











It's Profitable to Sell 
TRIPLEX Nuts 


for Fast, Low-cost Assembly 





Smart buyers give you more business when 
you show them neat savings in production 
costs. Triplex Nuts help them avoid time- 
wasting misfits and They’re 
threads for 
Win credit for 
Write 


throwouts. 
to size, have full 
fit, tight grip. 
stocking quality Triplex products. 
today for samples and prices. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX 


ER SET SCREWS, BOLTS AND NUTS 


Millions Sold—Used in Every Industry 


accurate 
smooth 
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are said to make cuts of fine qual- 
ity. Cutting oxygen passages of the 
new nozzles are highly polished, pro- 
ducing a smooth gas flow. Preheat 
holes are small and spread over a 
large circle so that heat is less con- 
centrated on the line of cut. Cut- 
ting passage is exactly vertical when 
blowpipe vertical, that when 
cutting shapes or circles, the face of 
the cut is exactly true all around.— 
Linde Air Products Co., New York 
City.—MILut Supp.ies, December 10, 
1939. 


18 so 


ze Air Compressor 


Low Fuel Cost Per Unit of Capacity 





Class 
high 
large valve area, three-step and five- 
step capacity regulation, effective in- 


offer 
with 


W-CO_ compressors 
compression — efficiency 


tercooling. It has Bosch system of 
direct injection, streamlined valve 
chambers and individual fuel pump 
for each cylinder and direct trans- 
mission of power from engine to 
compressor with no_ intermediate 
losses. It is compact, light in weight 
and has low set-up cost. Mainte- 
nance expense is placed at a mini- 
mum.—Chicago Pneumatic Tool Co., 
New York City—MILL Suppties, 
December 10, 1939. 


Jackbit Grinder 
Top Capacity of 50 Bits an Hour 


This new non-automatic jackbit 
grinder is adaptable for use with all 
types of standard detachable rock- 
drill bits as used in mines, quarries, 
and by contractors. Known as size 
J-3, it has a capacity of 35 hard bits 
or 50 annealed bits per hour.—/nger- 
soll Rand Co., Phillipsburg, N. J— 
Mitt Supp.ies, November 10, 1939. 


Oil Spray Gun 
For Removing Grease From Engines 


An oil spray gun has 
been developed for the 
removing 
engines, 
efficient 
springs, 


recently 
purpose of 
caked grease and dirt from 
and is said to be equally 
when used for spraying 
shackles and other automo- 
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ORDERS Mean 
SALES and 
SALES Mean More 
ORDERS for 





CAR MOVERS 





POWER KING 


Thousands of industrials are 
using BADGER Car Movers. 
current upswing in business, they’re 
going to need more and more car movers. 
They will buy BADGER Car Movers 
because they know they are easy to 
handle, possess speed, power, and dura- 
bility. 

Every plant with a siding is a potential 
source for Badger Car Mover orders. 
Don’t pass them by! And be sure you 
have enough Badger Car Movers in stock. 


The Advance Car Mover Co., Inc. 


Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 


already 
With the 














BRINGS A 3-WAY 
PROFIT TO YOU 


Carboloy drill points—harder than the hard- 
est steel—faster cutting than any known 
metal—are “naturals’’ for promoting a 3-way 
sale. Because Carboloy drills cut concrete, tile, 
brick, etc. 75% faster, they make any rotary 
portable drill perform faster and better. That 
means an easier sale of drill points and drills. 
And they promote greater use of expansion 
anchors because Carboloy points drill cleaner 
more accurate 
holes for rapid 
installations. 
Get full details 
on this astound- 
ing new metal 
nationally adver- 
tised. Your cus- 
tomers will 
appreciate this 
service and you'll 
step up sales. 

















CARBOLOY COMPANY, INC. 
11131 E. &Mile Bivd. ©  Detreit, Mich. 
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Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 











KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


F nes is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. it has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 











tive parts. It is equipped with an 
unusually long nozzle. The KSC 
gun uses kerosene, or any other 
cleaning solvent, or lubricating oil. 
—Alexander Milburn Co., Baltimore, 
Md.—MItt Supp.ies, December 10. 


Band Saw 
Four Speeds for Tough Metal 





This band saw can be used in the 
foundry for cutting off sprues and 
gates, in the pattern shop as a wood 
saw, in the die shop for cutting 
stock for dies and die blocks and in 
the sheet metal shop for cutting 
sheet metal. Four speeds of 60, 90, 
250 and 500 ft. per min. increase its 
applicability—Wells Mfg. Corp., 
Three Rivers, Mich—Mtt. Svup- 
pLies, December 10, 1939. 





How's Your Appetite? 


Perhaps you're still hungry for 
more news of recent new products? 
If so, why not pick up your last 
copy of Mitt Supp.ies, the Novem- 
ber 25th newspaper issue, turn to 
page 8 and 9 and review the nineteen 
described and _ illustrated. 
handy check list: 

Sheaves Allis-Chalmers Mfg. Co. 
Safety Can Geo. W. Diener Mfg. Co. 
Sump Pump Motor... General Electric Co. 
Universal Vise... . ... .Weson Co. 
Solid Barrow Tire B. F. Goodrich Co. 
Car Puller... .Stephens-Adamson Mfg. Co. 
Plastic Gage Cover 
Manning, Maxwell & Moore 
Hygrometer . Riechman-Crosby Co. 
Condensate Return Unit 
Roots-Connersville Blower Corp. 
Portable Fountain Dobbins Mfg. Co. 
Mercury Switch Durakool, Inc, 
Stamping Machine H. O. Bates 
Universal Oiler. .£. A. Baumbach Mfg. Co. 
Miter Box De Walt Products Corp. 
Wear Resisting Alloy 
McKenna Metals Co. 
Single Phase Motor. General Electric Co. 
Face Piece.. Mine Safety Appliances Co. 
Paint Burning Unit Otto Bernz Co. 
Unit Heaters 
Automatic Gas-Steam Radiator Co. 


Here’s a 
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PROFIT™ 
POPULARITY... 


a leading distinction of 
the complete GLOBE line 


@lf you are not already familiar with 
the profit-popularity and plus-business 
possibilities of GLOBE products, in- 
vestigate today. Every item 
manufactured by GLOBE represents to 
you a definite opportunity not only to 
serve your customers with the best 
available material, but also to assure 









them 







yourself of consistent repeat business 
through buyer satisfaction. For com- 
plete information, communicate with 
GLOBE concerning their distributor 
plan and details about their entire 
quality which 
many other products: 








line includes, among 







@ KANRY-TEX BELTING 
SOLID WOVEN COTTON BELTING @ 
@ WATER-PROOF TREATED BELTING 
ENDLESS WOVEN BELTS @ 
@ SIFTER BRUSH WEBBING 
BOLTING CLOTH WEBBING @ 
@ HARVESTER WEBBING 


GLOBE WOVEN BELTING CO., Inc. 


1400 Clinton St. Buffalo, N. Y. 




























Waron 


have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (both vise 
and bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
"The Belt Lacing People” 


310 Loomis Ave. 
Chicago, U. S. A. 


Write for new 
catalog sheets 
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CLEMENTS 


CADILLAC 


PORTABLE ELECTRIC 
BLOWERS & SUCTION CLEANERS 
SELL EASILY because they have a 
reputation for performance— 
THEY PLEASE because they are 


built to give long, trouble-free 
service— 


WRITE at once for descriptive 
circular of this great line. 













MADE IN 5 
GUARANTEED 
MODELS 


CLEMENTS MFG. CO. 
6656 S. Narragansett Ave., Chicago 











Cool : 
WELDING GOGGLE 





SMART 
DESIGN , 


Increases Inside Ventilation— 
Makes Goggles Easier to Wear 





ad 


THE smaller picture shows an exclusive pat- 
ented feature of air circulation found only in 
Cesco + Note the baffled vents and air 
channels beneath lens—that allow free circu- 
lation of air around the eyes. Not only does 
this patented feature eliminate the welder’s 
bugaboo of fogged lenses—but it keeps out 
harmful light s and makes the goggles 
easier—more comfortable to wear. 


SELL A COMPLETE SERVICE 
Cesco Distributors make more sales per call because they 


offer a complete line of head and eye protective equip- 
ment—for sales and profits. Write—there is no obligation. 


CHICAGO EYE SHIELD CO. 


2329 Warren Bivd. 
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Chicago, Ill. 
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MACHINE TOOLS AND EQUIP- 


MENT—Catalog No. 40 present 
complete information on machine 


tools and equipment for 1940. Sev- 
eral new attachments and accessories 
are announced along with the year’s 
design improvements in lathes, drill 
presses, arbor presses and shapers. 

-Atlas Press Co., Kalamazoo, Mich. 


MASONRY DRILLS—A new 
bulletin covers correct sizes of Car- 
boloy tipped masonry drills for ex- 
pansion anchors and shields. All 
makes and types of shields or an- 
chors are listed with the correct size 


drill.—Carboloy Co., Inc., Detroit, 
Mich, 
CHAIN—Alloy steel chain and 


wire rope and chain are discussed 
completely and interestingly in two 
new bulletins. Bulletin 40 contains 
information on safe working loads, 
specifications and drawings of alloy 
steel chain used as single sling and 
double sling. The other bulletin 
contains specifications for wire rope 
end chain and high test steel chain. 
—S.G. Taylor Chain Co., Hammond, 
Ind. 


STEEL HANDBOOK—The fourth 
edition (No. 39) of the “Steel Hand- 
book for Machine Tool Users” con- 
tains in its 80 pages, general and 
specifie information, including tables 
of recommended cutting speeds and 
feeds for many grades of carbon, 
alloy and stainless steel and other 
data on machining.—Republic Steel 
Corp., Cleveland, Ohio. 


OIL HOSE—This catalog section 
entitled, “Oil Hose for Cargo Hand- 
ling” deseribes four types of dock 
loading hose, three types of barge 
loading hose, one of sea loading | 
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SHERMAN 


FUSIBLE 
PLUGS 





Types and 
Sizes to meet 
all needs.... 


LONG PATTERN 


( Fireside Type) @ high grade brass 


filled with pure tin 


@ extra long threads 


standard iron pipe 
size on the small 
end 


@ fit all standard pipe 
threaded holes 


@ correctly made to 
all latest specifica- 
tions such as A. S. 
M. E. — MARINE 
SERVICE— MASS. 
a DARD — A. 


LONG 
( Waterside Type) 


® can also furnish for 
holes that have been 
tapped or worn over- 
size. 


Ample stocks ready for 
immediate shipment. 
Send for our bulletin 
and price list. 














H. B. SHERMAN MFG. CO. 


Battle Creek, Michigan 








» 


. Multi-flame 


MECHANIC'S 
GRADE BURNER 
TORCHES 





. Has jet block—renewable when damaged. 
. Cleaner pin—cannot enlarge the gas orifice- 


renewable. 

Shut off over 5” from gas orifice; making 
enlargement of orifice impossible. 
control—blue flame from wide 
open to small size. 


. Vein construction—vein liners and cable, or 


rods, give smocth flame and long burning 
life before carbonizing. 


Torches having this type of burner are— 
QUART SIZE—No. 325 Heavy Duty: No. 
32A General Purpose: No. 144A Economy 
Model; No. 308 Extra Sub-Burner Torch. 
PINT SIZE—No. 238 General Purpose: No. 99 
Midget-Flame: No. 252 Flat tank. 


TWO QUART SIZE—No. 225 Heavy Duty. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 











Non-Ferrous and Stainless Steel 
For heating—cooling—condensing. 
Pressures. Any shape or size. 
your customers’ needs. 


ARTHUR HARRIS & CO. 


210-218 N. ABERDEEN STREET 
CHICAGO, ILLINOIS 
Established 1884 


High and low 
Let us quote on 


























Consult Victor 
ON 


Special Belts 
ot Special 
Requirements 






is the most 
of textile and 
specialties 


The Victor Line 


complete line 
balata belts and 
in the country. 


Save Time --- 





Consult Victor First! 


BALATA & TEXTILE 
BELTING COMPANY 


e+ £ 


ia 
345 W Huobt 


FACTORY: Easton, Pennsylvania 











hose, as well as fittings and sugges- 
tions on just what equipment to use 
in various services. Approximate 
data on each type of hose, including 
number of plies, net weight pounds 


per foot without fittings, and out- 
side diameter.—B. F, Goodrich Co., 
Akron, Ohio. 


CONDENSATE RETURN UNITS 
—Just issued is bulletin 260-B14C 
along with a combination selection 
table and price list, form L14E, cov- 


ering its complete line of automatic | 


condensate return units for vented 


gravity systems. 
a range up to 500 boiler horse power 


These units cover | 





| 


and at pressures up to 125 Ibs., 
handling water not exceeding 210 | 
deg. F.—Roots-Connersville Blower | 
Corp., Connersville, Ind. | 

ABRASIVE CUTTING—If you 


unusual cutting problem, 
find it listed along 


have an 
you'll probably 


with the solution in the new cutting 


machine catalog No. 302, just off the 
press. Large illustrations of ma- 


chine set-ups for regular and special | 
jobs, plus concise information, speci- | 


fications and descriptions, make this 
catalog an important addition to 


your files—Andrew G. Campbell 
Div., American Chain & Cable Co., 
Bridgeport, Conn. 

TWIST DRILLS—In this little 
folder is illustrated many different 


types of twist drills for a variety of 


uses. Complete specifications and 
descriptions are  given.—National 
Twist Drill & Tool Co., Detroit, 
Mich. 


HOISTS—Six sizes of portable 
electric hoists are shown, described 
and priced in this new folder. Spe- 





cifications and dimensions covering 
machanical features, brakes, motors, 
capacities, ete., are given. Applica- | 
tion pictures make up the front | 
eover.—Shaw-Box Crane & Hoist | 
Div., Manning, Marwell d& Moore. | 
Inc., Muskegon, Mich. 


LADDERS—A new 24-page cata- 
log entitled “Aluminum Ladders for 
Every Requirement,” has just been 
issued. It 
18 standard types of aluminum lad- 


illustrates and describes | 


| 


ders and stages for building, paint- | 


ing, roofing, cleaning, repairing, 
storage, filing, and other work in in- 
dustrial plants, warehouses, stores, 
public buildings, offices, homes, ete. 
—Aluminum Ladder Co., Tarentum, 


Pa. 


OILLESS BEARINGS — A com- 
plete new catalog describing “Met- 
aline” oilless bronze bearings has 
just been issued. 
history of these versatile bearings, 
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er THE 
OTTEMILLER LINE 


Completeness of the OTTEMILLER LINE 
coupled with quality at the right price 
gives you every advantage you need to 
get and hold the cream of the screw ma- 
chine products business in your territory. 
It's easy to get your customers to stand- 
ardize on Ottemiller's products once 
they've tried them. And 
you'll reap a profitable 
harvest in repeat orders, 


Investigate our 100% 
Distributor Service and 
see how you can bene- 


fit by it. 


The Wm. H. 






OTTEMILLER CO. 


YORK, PA. 














BALL BEARING 
LOOSE PULLEYS 


Haat 3.4 


A PROFITABLE 
LINE TO SELL 


When you point out the distinct ad- 
vantages of Daggett Ball Bearing 
Pulleys to the. user you will see what 
we mean by "a profitable line to sell.’ 
Every plant wants to save on shut- 
downs—on power costs, on oiling time 
and you can help them. If you want 
a profitable line to sell DAGGETT is 


the answer. 


CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 
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NON-FERROUS 


BOLT NUTS ana 


SCREWS 


... due to large stocks of both 
finished products and raw ma- 
terials ... extensive equipment 
+ « « @n organization geared 
tc “rush” shipments. 


3600 slew 
4a STOCK 


. . » BRASS. BRONZE, COPPER, 
EVERDUR. Monel Metal and Stain- 
less Steel... Bolts, Nuts, Screws 
and Washers. Special screw or 
bolt products made on order. For 
a complete catalog which takes 
the mystery out of ordering .. . 
write to your logical source of 
supply, The H. M. Harper Com- 
pany, 2622 Fletcher St., Chicago. 





‘ SOLDERS — 


For Every Purpose 





A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, Meter and Drop 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 
























Ss Ce : 4 > 
<.. rdiner = 


4833 So. Campbell Ave., Chicago, Ill. 
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extending well over half a century, 
the various types manufactured— 
standard and special—and shows the 
flexibility possible in meeting un- 
usual requirements. The catalog is 
well illustrated—R. W. Rhoades 
Metaline Co., Long ssland City, New 
York. 


WALL CHART—A new wall 
chart which gives the specifications 
for rolled composite die seetions, 
used in dies for eutting sheet metal 
to regular or irregular shapes. End 
views of eight different die sections 
are illustrated, and the rolled sizes 
are listed in a readable table. Also 
included in the table are the weights 
per foot in lengths of eight to ten 
feet, varving from 7.25 lbs. for See- 
tion D to 23.94 lbs. for Seetion CC. 

Jessop Steel Co., Washington; Pa. 


HOSE COUPLINGS — Recently 
published is a six-page profusely 
illustrated and colorful bulletin, No. 
49-AA, covering a description of a 
complete line of air hose couplings. 

-Hose Accessories Co.., Philadelphia. 


ARC-WELDING ELECTRODES 

A new bulletin on the selection of 
are-welding electrodes is now being 
distributed. Prepared as a guide for 
the proper selection of electrodes, 
the publication also gives important 
suggestions on welding technique 
with different types of electrodes 
and presents some of the faetors 
influencing their choice.—General 
Electrie Co., Schenectady, BR. 3. 


CHEMICALS — An attractively 
illustrated book on “Fine Chemieals” 

the term for 63 organie chemicals 
recently added to those already in- 
dustrially available—has been pub- 
lished. Complete tables of physical 
properties are included in the new 
hook. Carbide a Carbon Chemical 
Corp., New York City. 


VALVES—A four-page cireular, 
No. 311, deseribes a new line of 200 
pound brass gate valves made with 
wedge dise, union bonnet and rising 
stem. Complete information is giv- 
en on the valves, known as No. 422 
and No. 423. Crane Co., Chicago. 


SPEED CHANGER—In a new 
bulletin, No. B6013, the manufacturer 
presents a well-prepared story by 
pictures and facts to show how its 
speed changer units help in “Key- 
ing Production to Profits”. 
of installation views show how many 
industries are already helping the 
speed changer to provide exactly the 
right speeds for their needs. Several 
pages are devoted to shop assembly 
pictures of these precision built 
thoroughly tested units.—Allis-Chal- 
mers Mfg. Co., Milwaukee, Wis. 


Seores 
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Eagle Welded Steel Bench Oilers are 
endorsed by mechanics everywhere. 
Built to withstand hard usage. Carbon 
steel bottom welded to one piece steel 
body. Brass spout bushing with ma- 
chine cut threads. Spout seam is acety- 
lene welded. Many styles and sizes. 


Distributors find added profits in Eagle 
Oilers. Write for illustrated circular. 


An Oiler for Every Oiling Purpose 


EAGLE MANUFACTURING COMPANY 


Wellsburg West Virginia 








WAWHITNEY Mr 








LEVER 


WHITNEY runches 


A Knockout for 
Good Business... 


CHANNEL IRON PUNCH 





Everyone wants the most for his money— 
that’s what you make possible for your 
customers when you sell them Whitney 
Hand Lever Punches. That they “knock 
out two days’ work in one” is more than 
a slogan—its a fact. 


We guarantee all of our tools—our 
service on orders is prompt—your returns 
are steady and adequa’e—why don’t you 
send for our descriptive booklet and find 
out about these tools and their applica- 
tions. 





Rockford, Illinois 
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SELL 


COATED ABRASIVES 
MADE BY 


CLOVER 


HE Clover Color-Stripe 

line of Coated Abrasives 

represent the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—supplied in sheets, 
rolls, belts and discs. 


Everything the woodworker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 





Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
satisfied with the ordinary 
kind. 

It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 
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backfires 


The Manager’s Page. . . a meeting ground for discussion of problems 
common to distributors and manufacturers . . 


the fog of misunderstanding which may exist between the two 


seeking to dispel 








® We'd like to be among the first to pat on 
the back the many American manufacturers 
whose almost instantaneous reaction to the 
harrowing series of war scares was, “Let’s 
keep our feet on the ground. Above all, we 
will not raise our prices unless conditions 
absolutely force it.” 

Outstanding industrialists have reasoned 
logically that wars in the past have brought 
inflation, followed by unemployment and 
depression after peace was achieved. Fur- 
ther, that much of this trouble would have 
been eliminated by a more foresighted price 
policy on the part of manufacturers and 
distributors. 


® Many leaders of industry publicly an- 
nounced their policies, the gist of which 
were that they would do everything pos- 
sible to maintain present prices and, if 
forced by rising material and labor costs to 
increase prices, they would raise them by 
only the bare amount thus involved. 

All manufacturers have not seen fit to 
adopt policies such as these. We feel that 
some of them have jumped quickly to a 
price increase without justification. 


® How many of these manufacturers, we 
wonder, have reasoned as did J. F. Lincoln, 
president, Lincoln Electric Co., in a pub- 
lished statement, “Price inflation by the 
seller when he had a dominant position 


resulted inevitably in reaction with defla- 
tion, depression and suffering?” 

How many of them, faced with tempta- 
tion, have warned their distributors against 
speculative buying, as did H. F. Seymour, 
vice-president, Columbian Vise and Manu- 
facturing Co.? 

How many of them, opposed to govern- 
ment interference with business, have 
stopped to think that they are providing 
strong ammunition for those government 
economists who contend that business is 
incapable of running itself? 


@ We are thankful that most clear-thinking 
manufacturers have realized the danger to 
their business futures inherent in the pres- 
ent situation. We are also thankful that 
distributors appreciate the situation, as 
evidenced by a letter from H. H. Kuhn, 
Hardware and Supply Co., Akron, ad- 
dressed to manufacturers, which states, in 
part, “we hope that you will not advance 
prices unless it becomes absolutely neces- 
sary from a cost standpoint.” 


# We, with “Hes” Kuhn, hope that all 
manufacturers will do everything in their 
power to prevent an inflationary price rise. 
Its benefit to them would be more than off- 
set by the inevitable disaster which follows 
such a course. 

Jim CHANNON 
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